Purchasin 


McGRAW-HILL’S NATIONAL NEWSPAPER 


Vol. 4, No. 42 


= 


_OF PURCHASING 


New York, N. Y-, October 16, 1961 


Week 


A YEAR U. S. 
AND CANADA 


A YEAR 
FOREIGN 


$6 $25 


NIGP Adopts New Sentry System for Rigged Bids 
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Professional Development 


g hereby present this cortificate to 


Purchasing Week 
and the undersigned board of judgee who have 
approved his solution to advanced problems in 
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President 
McGraw-Hill Publishing Co., Inc. j 


Pro-D Certificate 


Winners of PURCHASING WEEK’S new Pro- 
Development Competition 
the 
e, and they'll likely get them from the men 
who will be as happy to hear about their vic- 
tories as they are—namely the presidents of — F. 
Shipman Medalists), 
PURCHASING WeeEK’s Management Editor. 
The competition, 
(Turn to page 4, column 2) 


PURCHASING 
ask the winner’s president to make the award 
If he can’t, he nonetheless will have 


What Pro-D Winners to Get Certificates 


Donald C. McGraw 


will be 


shown 


ment. 
one 


WEEK will 


due notification of his P.A.’s unique achieve- 


The certificates themselves will be signed by 
Donald C. McGraw, president of the McGraw- 
Hill Publishing Co., 
Albert Hayes and George A. Renard (both 


Inc., plus the three judges: 


and William R. Leitch, 


which begins next week, 


Bullying Charges Laid || standards Experts See | Chemical Buyer's Market 
Against Oil Importers || VA as Industry ‘Must’ | No Paradise, P.A.s Say 


In Deals for Residual 


Washington—C harges of forced 
tic-in deals and demands for 
price premiums against big im- 
porters of residual fuel oil are 
threatening to undermine federal 
import restrictions on the heavy 
industrial fuel, used extensively 
along the East Coast. 

The new allegations of abuses, 
brought by jobbers supplied by 
the big importers, are the latest, 
most sensational chapter in the 
controversy that has engulfed 
these controls since they were im- 

(Turn to page 4, column 4) 


Houston—Any company that 
hasn’t yet instituted a standard- 
ization program based on an 
organized, well-planned value 
analysis approach is flirting with 
“competitive suicide.” 

Four purchasing-standardiza- 
tion experts made that point at 
an informal panel discussion at 
the American Standards Assn.’s 
annual meeting here last week. 
And, according to the experts, it’s 
“up to the purchasing agent to 
sell standardization to company 
personnel, and the success of any 
program can be measured in di- 

(Turn to page 40, column 2) 


Pu reooing 
Week’s 


« Panorama 


@ Four Handsome Executive Cars are reviewed in this week's 
‘Automotive Perspective’ on page 33. The Checker, Lincoln, 
Chrysler Imperial and Cadillac limousines roll into P/W’s 
spotlight for fleet specifications and analysis. 


@ How the AMA Teaches the profit center concept at its 
Academy in the Adirondacks is reported on pages 22-23. 
The spread shows how streamlined teaching aids are uti- 
lized to strengthen P.A.’s roles as profit managers. 


@ Expansion of Cost-Plus-Incentive-Fee Contracts entails sen- 
sitive techniques, likely to backfire without careful manipula- 


tion by subcontract managers. 


‘Professional Perspective,’ 


pages 26-27, reveals the ins and outs of such techniques. 


@ Speeding Up Your Reading Will Pay Off by saving precious 
time and enabling you to digest more valuable information. 
Examined on pages 16-17, speed reading is a vital break- 
through in Professional Development. 


| Chemical Co., 


St. Louis—A buyer’s market 
isn’t necessarily a bed of roses, 
according to chemical buyers 
who met here last week. And you 
can still get a hot argument going 
as to whether increased emphasis 
on trade relations and closer 
marketing-purchasing __ relation- 
ships are the best answer to long 
range chemical buying problems. | 

Many members of the NAPA} 
Chemical Buyers group, here for 
their annual fall conference, said 
their principal problems stem 
from two key areas: domestic and 
foreign overcapacity and a head- 


long advance in technology within 


the chemical industries. 

Harry Pugh, of Monsanto 
St. Louis, and vice 
chairman of the buyers’ meeting, 
cited the benzene market as an 

(Turn to page 40, column 1) 


War Surplus—83 A.D. 


Glasgow, Scotland—An ar- 
chaeologist has come up with 
a war surplus problem dating 
back to Roman times. 

Prof. I. A. Richmond re- 
cently discovered nearly a 
million hand-made nails from 
6 in. to 16 in. long and weigh- 
ing about seven tons at the 
site of a former Roman for- 
tress built in 83 A.D. To pre- 
vent enemies from capturing 
the precious iron, the Romans 
removed all the nails, buried 
them and then demolished the 
fortress. 


Certification, Foreign Buying Also Top Issues 


At Conference of 1,200 Governmental Buyers 


New York—A united attack on identical bids and a concerted 
push toward professional certification captured the attention of 
some 1,200 public buyers who met here last week at the annual 
conference of the National Institute of Governmental Purchasing 


(NIGP). 


@ NIGP officials said the institute would work closely with 
the U. S. Dept of Justice in its newly-announced plan to have 
state and local governments report identical bids on items costing 
more than $1,000. The department timed announcement of its 


‘Treasury Speeds 
Tax Write-Offs 
For Textile Firms 


Washington — The Kennedy 
Administration last week began 
|to give industry something it’s 
been trying to get for years— 


faster tax write-offs on produc-| ‘0 © 
| project. 


tion equipment to provide com- 
panies more cash to modernize 
production lines. 

First beneficiary was the tex- 
tile industry, which will get a tax 
saving of an estimated $25-mil- 
lion a year. Administration offi- 
cials say other similar decisions 
will be made for other industries 
during the months ahead. 

Under the new Treasury ruling 
announced by the White House 
—textile companies will be al- 


lowed to deduct more each year | 
from their tax returns as depre-| 
Under the old | 


ciation allowances. 
(Turn to page 39, column 2) 


Box Price to Rise Again? 


New Yor 
may be ahead for corrugated 
boxes. Top paper company ex- 


ecutives attending last week’s 
Fibre Box Assn. meeting here 
cited these “plus” factors: 
| @The “success” of the 
hike posted last month. 


10% 


| Nov. 


ae ae plan, scheduled to start 
, with NIGP sessions deal- 
b- with the collusive bidding 
problem. 

@ NIGP Executive Vice Presi- 
dent Albert H. Hall said he 
hoped a professional certification 
| plan would be drafted by the end 
of the year. He emphasized the 
committee assigned to the project 


| will not be hurried but will de- 


vote whatever time is necessary 
to come up with a “top-drawer” 


The four-day session of public 
buyers covered a broad range of 


| topics, ranging from operation of 


car pools to setting up long range 
contract deals with suppliers. But 
bid-rigging, professional develop- 
ment and a final session on 
foreign buying emerged as key 


| topics. 


Justice Dept. antitrust officials 
said their plan to discourage col- 
lusive bidding on government 
contracts will hinge on reporting 
of identical bids received by 
federal ‘agencies on $10,000 and 
up contracts and by purchasing 
officials of 2,000 local and state 
units on contracts of $1,000 and 
up. The raw data, to be supplied 


%|On special reporting forms now 


being distributed, will be proc- 
essed on electronic computers to 
spot patterns of identical bidding 


that may indicate collusion. 


NIGP delegates who  ap- 
plauded the Justice Dept. action 
said antitrust activities already 


® The still uncomfortable cost- | had restored price competition in 


(Turn to page 40, column 1) 


(Turn to page 39, column 1) 


Purchasing Week’s 


Purchasing Perspective 


ew people realize the buying power concentrated in the hands 
Es 1,200 purchasing executives who assembled in New York 
last week for a three-day session on how to do their jobs better. 
They and their colleagues—the purchasing agents for states, cities, 
and other local government units throughout the country—ac- 
count for a major share of the $51.3-billion that will be spent on 
state and local purchases during 1961. 


Here are some of the dimensions of their job and the impact 
of state and local government on the total economy: 


@State and local governments employ upward of 


5-million 


people, more than any U. S. industry except agriculture and retail 


trade. 


@The big business of state 


and local government accounts 


for over 20% of the nation’s new construction. Each year it dis- 
penses some $3-billion in public assistance. 


@ Discounting the military expenditures of the federal govern- 


(Turn to page 39, column 4) 
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Purchasing Week Industrial Materials Price Barometer 


This index, based on 17 basic materials, was especially 
designed by the McGraw-Hill Department of Economics. 
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This Week’s Commodity Prices | 


METALS 

Pig iron, Bessemer Pitts., gross ton.............200: 
Pee Se, WRUNG, VONCY, STOES 10M... 0. cccccccccscecs 
eC cs dk ven seeseeeteseses 
Steel, structural shapes, Pitts., cwt..........ccce00: 
Steel, structural shapes, Los Angeles, cwt............ 
CR, CU cic cocserstevesceseses 
Steel, 
Steel, 


Ce ea eee 
Secondary aluminum, #380 Ib.................... 
Copper, electrolytic, wire bars, refinery, Ib........... 
Brass, yellow, (sheet) Ib 


re Ue a eek bbe ceeeyeead bees 
Nickel, electrolytic, precnen, Miss veda eanbeseese 
Tin, Straits, N.Y., Ib. 


FUELS 

Fuel oil #6 or Bunker C, Gulf, bbl................. 
Fuel oil #6 or Bunker C, N.Y., barge, bbl........... 
Heavy fuel, PS 400, Los Angeles, err 


Gasoline, 92 oct. reg., Chicago, tank car, gal......... 
Gasoline, 84 oct. reg., Los Angeles, rack, gal......... 
Pune, MOUNT, COPOOOE, BOE. onc ccc cccccsecesess 
Heating oil #2, Chicago, bulk, gal................. 


CHEMICALS 
Ammonia, anhydros, refrigeration, tanks, ton........ 
Benzene, petroleum, tanks, Houston, ee 
Caustic soda, 76% solid, drums, carlots, cwt 
Coconut oil, inedible, crude, tanks, N.Y. Ib 
Glycerine, synthetic, tanks, Ib 


Linseed oil, raw, in drums, carlots, Ib 
Phthalic anhydride, tanks, Ib 


coerce reseecceceeseseoce 


a a 


Rosin, W.G. grade, ‘carlots, ‘fob N.Y. cwt 
Shellac, T.N., N.Y. Ib 


Soda ash, 58%, light, carlots, cwt 
Sulfur, crude, bulk, 


Tallow, inedible, fancy, tank cars, N.Y. Ib 
Titanium dioxide, anatase, reg. carlots, Ib 


PAPER 
—_ paper, A grade, Eng finish, Untrimmed, carlots, 


Bond paper, #1 sulfite, water marked, 20-lb, 16-carton 

aaa. Weie s Dildiiis « 04% arho.s oa¥ 0s % Sos 
Chipboard, del. N.Y., carlots, ton.................. 
Wrapping paper, std. Kraft, basis wt. 50 Ib rolls...... 
Gummed sealing tape, #2, 60 Ib basis, 600 ft. bundle. . 


BUILDING MATERIALS 

Cement, Portland, bulk carlots, fob New Orleans, bbl. . 
Cement, Portland, bulk carlots, fob N.Y., bbl......... 
Southern pine, 2x4, s4s, trucklots, fob N. Y., mftbm. 
Douglas fir, 2x4, s4s, carlots, fob Chicago, mftbm 
Spruce, 2x4, s4s, carlots, fob Toronto, mftbm......... 
Fir plywood, %” AD, 4x8, dealer, crid, fob mill, msf. 


TEXTILES 


» Spot, - eee re re ree ree 
rant twill, 40%", 92x62, N.Y., Eek nuke sp daha 


Cotton drill, 1.85, 59”, 68x40, NY yd 
My yo on 6 S:0o.0-6.56 0 0-06.0.000 0deeceees 


HIDES AND RUBBER 
Hides, cow, light native, packers, Chicago, Ib......... 
Rubber, #1 std ribbed smoked sheets, N.Y., Ib 


eee eee 
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3.65 
4.20 
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122.00 
82.00 
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.139 
355 
.178 
.205 
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.220 
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Ago Change 
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(Price sources include: Coal Age, EXMJ Metal and Mineral Markets, Engineering News-Record, 


Platts Oilgram Price Service.) 
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Purchasing Week’s 


Price Perspective 


IREWORKS AHEAD—President Kennedy’s request that unions hold 
wage demands “within the limits of advances in productivity” promises 
to spark a full-scale squabble. 

The trouble is that no one can agree on just what productivity means. 
Controversy centers around these three questions: 

@ What yardstick?—Since productivity differs industry by industry, a wage 
yardstick based on a specific industry’s performance would be a lot different 
than one based on a national average. The one that satisfies labor is bound 
to annoy management—and vice versa. 

Take steel—where gains are well above normal. Unions will be plumping 
for the industry concept because it will give them a higher wage increase. 
Management, on the other hand, will be just as vocal in its plea for use of the 
lower (or average) productivity gain. 

© How to share?—Many experts contend that giving the entire productivity 
gain to the worker is unjust—that it leaves little reward for management. 
These people also contend that such practice drains away profit badly needed 
for expansion and modernization. 

© How to define?—There’s a sharp split among economists on how to define 
productivity—whether it should be calculated on the basis of man hours, 
hours paid, hours worked, and the like, and whether white collar workers 
should be included or excluded. While technical in nature, how these questions 
are decided can make a big difference in final estimates. 

Look for the battle to sharpen early next year as the Steelworkers gird for 
their coming wage negotiations. 

* * J 


WEAKER SCRAP—Steel experts see a combination of several factors 
behind the current easiness in scrap prices. 

© Disappointing steel demand—In contrast to the optimistic forecast of 
several weeks ago—steel mills now see no improvement over the next few 
weeks. Current order pace indicates production will continue to bump along 
at September’s 72% of capacity figure. 

© High mill inventories—Producers have a heavy backlog of scrap—mainly 
due to the overestimation of fourth quarter needs. Even if they re-enter the 
market now, delivery would probably not be scheduled before late November 
or early December. 

@ Export decline—Overseas demand has been weak of late. Exporters 
are balking over current high quotations—and have indicated they would 
enter the market again only at sharply reduced prices. 

@ Long-term trend—Many experts feel that whenever the price goes too 
high, producers tend to use greater amounts of molten iron (a scrap substitute). 
And they figure that’s what may be happening now. 

Consensus is that prices will continue to drift lower until sometime next 
month when the steel rate again starts to rise. 

2 e * 

MATERIALS COMPETITION—Cellophane and plastics are joining the 
ever-growing list of products locked in competitive price battle. 

The opening salvo of the new fight was fired last week when cellophane 
makers knocked 5¢/Ib. off the price of a newly developed grade. 

Most observers see the action as an effort to win back part of the packaging 
market which has been lost to lower priced polyethylene film. It may also 
be directed at polypropylene film which also has been trespassing on cello- 
phane’s traditional markets. 

New reduction may spark retaliation on the part of polyethylene producers, 
for the new lower cellophane quote practically wipes out the big price advan- 
tage the plastic producers have been enjoying. 


aad jw HASING WEEX is published weekly by McGraw-Hill Peptieiias Co., ine. spagettive. pevertal. eg ge on8 Aevertigns, Oe b 1 
cGraw-Hill Building, 330 West 42nd St., New York 36 Y. Print b any, . Second-class postage paid at any, N. Y. “4 
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BLS Stepping Up 


Drive to Produce 


More Accurate, Useful Price Data 


Washington—Better price sta 
tistics—that’s the promise the 
Bureau of Labor Statistics (BLS) 
is holding out to users of its key 
consumer and wholesale price 
reports. At last week’s meeting of 
its Business Research Advisory 
Council, a top BLS price official 
told PURCHASING WEEK that sev- 
eral major chnages are on the 
way: 


® Quality—A pilot study is in 
the works to see whether quality 
can be incorporated into price in- 
dexes. This is important because 
many of the price rises in recent 
years can be traced back to 
quality improvements rather than 
any inherent inflationary trend. 


® Sampling—BLS is also busy 


improving its sampling tech- 
niques. Aim is to reduce the 
margin of error in estimating 


price trends. 


© “Buyer” prices—The agency 
also will conduct some tests on 
the advisability of using price 
data from “buyer” rather than 
“seller” sources. Many experts 
claim that buyer data tends to 


Price Briefs 


Vinyl additive—DuPont is re- 
ducing prices on its new vinyl 
wax additive, Elvax, by more 
than 22%. New price in truck- 
load quantities is 45¢/lb. 


Polystvrene—Dow Chemical is 
posting a 1¢/lb. increase in gen- 
eral purpose, medium impact and 
high medium impact polystyrene. 
The increase applies both to 
crystal and volume color mate- 
rials. The base price of general 
purpose crystal polystyrene is 
now 19¢/lb.; medium impact, 
21¢/lb.; and high medium im- 
pact, 23¢/lb. Volume color prices 
start at 21¢/lb. Monsanto is 
going along on general purpose 
medium colors—but not = on 
natural grades. 


Benzoic acid—Heyden Chem- 
ical is reducing quotes on this key 
chemical to 19'2¢/lb. for the 
technical grade. Production econ- 
omies are behind the cut. 


High alloy steel—Allegheny 
Ludlum cut prices on two grades 
used in jet aircraft and missile 
components. Grade A-286 is 
down to $1.28/lb. (a 32¢/lb. cut) 
and Grade AL-901 is down to 
$2.10/lb. (a 50¢/lb. reduction). 


Switchgear—GE is posting a 
6% increase in low voltage 
switchgear prices. Associated 
equipment is up 6%-15%. 


Hides — Export decline and 
less-than-expected shoe demand 


combined to push hide tags down | 


6.5% in past few weeks. 


Cellophane—Major producers 


are cutting tags on special grades | 


by S¢/lb. New price of 74¢/Ib. 


polyethylene film. 


Bearings—Torrington Co. cut 
prices 10% effective Nov. | on 
35 sizes of antifriction drawn cup 
needle bearings ranging from 4” 
to 1%”. The move was aimed 
at making these bore bearings at- 
tractive to users of bronze backed 
bushings. 


October 16, 1961 


give a more realistic picture of 
market quotations. 

@ New Base—With the release 
of next January’s data, all price 
indexes will be on a new 1957-59 
base. BLS notes that this is part 
of a general government policy 
and will cover nonprice as well 
as price statistics. 

“All these changes are part of 
a stepped up drive to make price 
information more accurate and 
more useful for industrial users,” 
the BLS official said. 


KNOW YOUR 
SYMBOLS 


at 


This symbol stands 
for fusible switch 


* Le 
This symbol stands 
for QUALITY 


BullDog heavy-duty industrial 
safety switches are available 
from 30 to 1200 amperes, in both 
indoor and raintight enclosures, 
in 2-, 3- and 4-pole types. 


Steel, #1 hv, divd Pitt, ton 
Steel, #1 hv, divd Clev, ton 
Steel, #1 hv, divd Chic, ton _ 
Copper, #1 wire, dir buy, fob NY, Ib. 


Copper (hv) & wire mix, dir buy, fob NY, Ib. 


Brass, light, dir buy, fob NY, Ib......... 
Brass, hv yellow mix, dir buy, fob NY, Ib. . 
Alum (cast), mixed, dir buy, fob NY, Ib 


Alum (sheet), old clean, dir buy, fob NY, Ib. 


Zinc, old, dir buy, fob NY, Ib 
Lead, soft or hard, dir buy, fob NY, Ib 
Rubber, mix auto tires, divd Akron, ton... . 
Rubber, synth butyl! tubes, East, divd, Ib... 
Paper, old corrug box, dir, Chic, ton...... 
Paper, #1 mixed, dir, NY, ton 
Polyethylene, clear, dir, NY, Ib 


Oct. 
11 
38.00 


Oct. 
4 
38.00 
37.00 
41.00 


This Week’s Scrap Prices 


Year % Yrly 


Ago Change 
28.50 4 38.3 
29.50 25.4 
28.00 35.7 
220 6.8 
200 7.5 
105 + 143 
125 + 16.0 
09 0 
085 + 11.8 
03 «(0 
078 7 
11.00 0 
068 2.9 
18.00 5.6 
1.00 -+.400.0 
10 50.0 


Purchasing Consultants 


Chicago—A_ personnel con- 
sultant firm specializing in re- 
cruiting of pro- 
curement men 
has been set up 
by A. Verner 
Nelson, a former 
editor of maga- 
zines in the elec- 
tronic and pur- 
chasing field. 

In announcing 
the company, A. Verner Nelson 
Associates, Nelson said he would 
retain a psychological consulting 
firm to prepare aptitude and in- 
terest tests to be used in the 
selection of purchasing personnel. 


A. V. Nelson 


THE SAFETY SWITCH THAT CHALLENGES COMPARISON ... 


BullDog’s heavy-duty 
safety switch...in sizes for 
every industrial need! 


Only from BullDog do you get all these features in heavy-duty industrial 


safety switches—from 30 to 1200 amperes! 


e Minimum arcing—double-break switching 
e@ Arc control—Vacu-Break® principle 


e@ Pressure contacts—Clampmatic® spring action 


@ Positive switching—direct handle operation 
@ High short-circuit performance—innumerable applications 


... plus, all current-carrying parts are silvered. Available in NEMA 
. . competitively priced. Challenge our field 


1 and NEMA 3R enclosures 


representative to prove these switches are the finest. Or write for details. 


BullDog Electric Products Division, 1-T-E Circuit Breaker Company, Box 177, Detroit 32, Mich. In Canada: 80 Clayson Rd., Toronto, Ont. Export Division: 13 East 40th St., New York 16, N.Y; 
is more in line with competitive | 


I-T-E CIRCUIT BREAKER COMPANY 


BULLDOG ELECTRIC PRODUCTS DIVISION 


Purchasing Week 


New York—Business activity,;boom period) orders were run- 
after more than six months of | ning some 5% better than sales. 


recovery, is still pointing upward, 
but there are no signs that it will 
develop into a full-scale boom. 
That’s the one point that stands 
out in PURCHASING WEEK’s latest 
quarterly review of leading busi- 
ness barometers. 

Generally speaking, indicators 
remain unchanged from mid-year 
—with about half of them (7 out 
of 13) pointing to increases in 
activity and most of the others 


still in “neutral” (see chart at 
right). 
Shape of the Economy 
Further confirmation of this 


modest pace of recovery is ex- 
pected shortly when the Com- 
merce Dept. releases a brand new 
publication, “Monthly Report on 
Current Business Cycle Develop- 
ment.” Preliminary reports in- 
dicate it will paint about the same 
picture, with major areas of the 


economy shaping up something 


like this: 


@ Inventories—P.A.’s holdings 
of production materials provide 
one of the brighter spots in the 
business picture. Days’ supply, 
which is 15% under the compar- 
able period of the 1958 upturn, 
indicates that stocks are pretty 
skimpy—and will have to rise as 
production activity increases seas- 
onally over the next few months. 

Another encouraging sign is 
the lack of any buildup in the 
consumer finished goods area. 
Stocks of cars, for example, are 
well below year ago. So are on- 
the-shelf holdings in a lot of 
appliance lines, thereby paving 
the way for a production pickup 
over the next few months. 


@ Prices—Failure of commod- 
ity prices to rise (they’re virtually 
unchanged from early 1961 
levels) is regarded as a sure-fire 
sign that no big demand buildup 
is in the works, for these prices 
are particularly sensitive to any 
shift in buying and usually tend 
to zoom up in advance of any big 
rise in business activity. 

The fact that tags on fabri- 
cated products also have held 
steady (they’re actually 1% be- 
low a year ago) is likewise re- 
garded as significant, for these 


prices always rise sharply in 
boom times. Thus, during the 
sharp 1955-57 upturn, these 


quotes rose by 7%. 


®@ Construction—Here the pic- 
ture is mixed. While construction 
awards, as measured by F. W. 
Dodge Corp., are at a record 
high, housing starts are still well 
below 1959 highs. 

The major strength is centered 
in heavy engineering projects, ac- 
cording to Dodge economists, 
who recently noted a 26% in- 
crease Over last year in new engi- 
neering contracts. Particularly 
sharp gains were reported for 
streets and highways, and electric 
light and power systems. 


@New  orders-sales ratio— 
his key indicator signals modest 
mprovement. Thus, new hard 
zoods bookings are running 
about 242% above sales, and 
backlogs are increasing slowly. 

But analysts are quick to point 
out that the increase isn’t spec- 
tacular. In early 1959 (which 
could hardly be described as a 


4 


@ Financial—Business deaths 
and stock market quotations also 
point a relatively cautious pic- 
ture. Business failures in August, 
for example, rose 26% —attest- 
ing to the severe competition still 
being faced by most firms. 

Even the stock market is 
marking time—in contrast to the 
sharp gains racked up earlier 
this year. The September read- 


Economy Pointing Up, But No Boom in Sight 


—up 3% from the third quarter. 

Most analysts are eagerly 
awaiting the release of the Com- 
merce Dept’s new barometer 
publication later this week. Its 
blanket coverage (some 350 sta- 
tistical series will be included) 
should allow more detailed study 
of many specific areas. 

This massive expansion of the 
“indicator” technique developed 
by the National Bureau of Eco- 
nomic Research (see P/W, April 
24, ’61, pp. 26-27) has been 


Barometers Signal Only Modest Pickup Ahead 


Leading 


Indicators Predict 


What They 


Current Outlook 
Outlook 3 Mos. Ago 


P/W Price Barometer 


Imminent changes in 
over-all demand 


P/W Overtime Index 


Urgency of meeting 
delivery schedules 


Day's Supply 


Future inventory 
policy and trends 


Ratio: New Orders/Sales 


Trend in backlogs 
and business activity 


Ratio: Stock/Orders 


Effect of orders on 
production schedules 


Business Births 


Opportunities available 
for new business 


Business Failures 


Relative health of 
business community 


Industrial Stock Prices 


Wall St. appraisal of 
business outlook 


Capital Spending 


Spending plans of the 
nation’s businessmen 


Machine Tool Orders 


Business feeling about 
future economic climate 


Construction Awards 


Future over-all con- 
struction activity 


“leer 


Housing Starts 


Near-term residential 
building activity 


Consumer Attitudes 


Inclination to buy over 
next few months 
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ings, as measured by Standard 
and Poor’s 425 industrial stock 
average, registered only 70.89 
(1941-43=10). That’s practically 
unchanged from the 70.34 read- 
ing recorded wayback in May. 


@ Machinery and equipment— 
Again a mixed outlook is noted. 
On the bearish side are machine 
tool orders which remain rela- 
tively low, with some segments 
of the industry operating at only 
50% of capacity. 

But this may change if the lat- 
est survey on capital spending 
proves correct. Firms are slowly 
raising their sights, and say 
they will spend $35.90-billion 
(seasonally adjusted annual rate) 
in the October-December period 


Winners to Receive 
Certificates of Merit 
In Pro-D Competition 


(Continued from page 1) 
will consist of a series of mana- 
gerial problems for which the 
contestant must supply the out- 
line toward a feasible solution. 
Experience plus alertness thus 
will count heavily. 

Entrants may either be 1) indi- 
vidual P.A.’s, or 2) an entire Pur- 
chasing Dept., or 3) a team. Each 
problem will be judged sepa- 
rately, and each will have its own 
certificate-winner. 

Exact details of the compe- 
tition plus the first problem will 
appear in PURCHASING WEEK on 
Oct. 23. 


sought after for a long time. In 
fact, the new publication has 
been in the works for years, get- 
ting its start under the Eisen- 
hower Administration. 

The fact that it will be issued 
monthly (on or about the 20th) 
is also regarded as significant. 
Notes one top business econo- 
mist, “For the first time in his- 
tory we will be able to keep an 
up-to-date scorecard of changes 
in business activity.” 


Jobbers Accused Three Oil Importers 
Of Tie-In Deals in Sales of Residual 


(Continued from page 1) 
posed two years ago by the fed- 
eral government. 

The charges come at a time 
when the Kennedy Administra- 
tion is making a study to find out 
if national security requires con- 
trols on resid at all, and while 
the curbs already are under heavy 
attack from East Coast con- 
sumers. 

These are the latest develop- 
ments: 

@Three East Coast jobbers 
have charged three of the biggest 
importers of resid with requiring 
tie-in sales of other oil products 
with resid; demanding price pre- 
miums, and requiring that import 
“tickets,” issued by the Interior 
Dept., be handed over to the 
importers in exchange for a full 


supply of resid. 


@ Interior Secy. Stewart 
Udall has asked the Justice Dept. 
to investigate the claims, 
threatened to take quota alloca- 
tions away from the three im- 
porters—Metropolitan Oil, Tex- 


aco, and Esso Standard— if the | 


complaints are proved. 

@ A swarm of other jobbers are 
preparing to file complaints with 
the Interior Dept. 

®@ General Services Administra- 
tion, buyer for the civilian federal 
government, has begun to put 
heat on the Interior Dept. be- 
cause it is unable to get the resid 
it needs at a price it considers 
reasonable without import “tick- 
ets” of its own. 

In the background of these dis- 
putes is the Administration study 
being conducted by the Office of 
Emergency Planning (formerly 
the OCDM). 

The investigation has brought 
the old fight between the coal in- 
dustry and East Coast consumers 
of residual oil to a fever pitch. 
The consumer groups, demand- 
ing that resid controls be lifted, 
have picked up strength in Con- 
gress, and launched a well-organ- 
ized publicity campaign. 

Complaints of East Coast resid 
users forced the Administration to 
make the investigation. 

The attack on resid controls by 
the East Coast jobbers has been 
stimulated by changes made by 
Udall in the import controls pro- 
gram. 


High CourttoRuleon Constitutionality 
Of Robinson-Patman Low Price Ban 


Washington — The Supreme 
Court last week agreed to review 
the constitutionality of a section 
of the Robinson-Patman Act 
which makes it a crime for a 
company to charge “unreason- 
ably low prices” in order to 
destroy competition. 

The court will rule on the law 
in a case brought by the Justice 
Dept. against National Dairy 
Products Corp. The government 
charged the firm sold milk in the 
Kansas City, Mo., area with the 
intent of destroying competition. 
But a Federal District judge dis- 
missed the seven-count indict- 
ment on the grounds that the law 
is so vague and indefinite that it 
is unconstitutional. The Justice 


‘Dept. appealed this ruling, leav- 


ing it up to the Supreme Court 
to decide the issue. 
The Supreme Court’s decision 


|may determine the outcome of 
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the current negotiations between 
the Justice Dept. and General 
Electric Co. over terms of con- 
sent decrees in the government's 
civil price fixing case against GE. 
The Justice Dept. is insisting that 
the decrees include a clause simi- 
lar to the “unreasonably low 
price” law. GE feels the clause 
is too vague. 

On its first day of decisions of 
the 1961 term, the Supreme 
Court also upheld two rulings 
by the ICC. 

On one, the court affirmed an 
ICC decision that a trucker with 
a “heavy haul” certificate cannot 
carry palletized commodities. In 
the other, the court upheld the 
ICC position that citrus juices 
do not fall under the “grand- 
father clause” of the Transporta- 
tion Act of 1958, which allows 
carriers to haul some farm com- 
modities without certificates. 


Tl 
and | 


As originally set up, the “tick- 
ets” to import resid were limited 
to companies with records as im- 
porters before the controls were 
| imposed. Udall put in new rules 
|to allow newcomers with deep- 
water terminal facilities into the 
program, and to phase out the 
“historical importer” considera- 
tion. 
| Thus, jobbers with their own or 
leased terminal who hadn’t im- 
| ported before could get “tickets” 
| for the first time. 

The second’ change _ that 
brought angry jobbers swarming 
to Washington was in the oil im- 
port appeals board. This board 
was set up to grant relief in hard- 
ship situations caused by the im- 
port rules, but under the GOP 
administration, it had a practi- 
cally unbroken record of saying 
“no.” 

These are the three charges to 
date: 

® Burgess Oil, Utica, N. Y. 
jobber, complained that its sup- 
plier, Metropolitan Oil of New 
York City, was forcing it to buy 
No. 2 heating oil, a lighter oil 
than resid, in order to get resid. 
The appeals group in effect sus- 
tained the charge by granting 
Burgess a quota of about 80,000 
bbl., and then coming back to 
double it. 

® Hampden Coal & Oil, Spring- 
field, Mass. jobber, said Paragon 
Oil, a Texaco subsidiary, was 
demanding a 20¢ to 35¢ premi- 
um on posted prices for resid. 


@ Preferred Oil of New York 
City claimed that Esso Standard 
Oil, a division of Humble Oil & 
Refining, had insisted that Pre- 
ferred turn over its import tickets 
for 544,480 bbl. of resid to Esso 
before Esso would agree to 
supply Preferred’s full require- 
ments of resid. 


Tried to Make Equitable 
Distribution of Residual, 
Humble Oil Head Says 


Houston—Morgan J. Davis, 
president of Humble Oil & Re- 
fining Co., said Humble’s market- 
ing policies had been aimed at 
specifically avoiding discrimina- 
tion between its customers. 

“For many months,” said 
Davis, “Humble has been seri- 
ously short of heavy fuel oil sup- 
plies. It has not had enough 
residual fuel oil to take care of 
the normal requirements of its 
customers, but the company has 
endeavored to make as equitable 
distribution as possible of the 
available supplies.” 

This has resulted in Humble 
purchasing “millions of barrels” 
of residual oil in the U. S. open 


market at prices in excess of 
those realized from its sale, he 
said. 


Morgan said all of Humble’s 
available heavy fuel oil supplies, 
including those bought in the 
open market at premium prices, 
had been allocated equitably to 
the company’s customers at 
regularly established prices. 

“To avoid discrimination be- 
tween customers who have im- 
port quotas and those who have 
no quotas,” he said, “it has been 
necessary that we take these 
quotas into consideration in ar- 
riving at the allocation of our 
available supplies.” 


| 
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PURCHASING AGENTS... 


how much 1s 
a pound of 


time worth? 


Pxcre savings. Emery Air 
Freight gives same day or 
overnight delivery any- 
where in the United 
States. Emery now enables 
you to go far and wide for new sup- 
pliers, to shop for the best at minimum 
cost. Plan now to take advantage of the | 
speed and reliability of Emery Air Freight by 
specifying “Ship Emery Air” on your purchase 
orders. To find out how much faster Emery can deliver 
your purchase order from anywhere in the country call 
your local NY man, or write... 


<a EMERY AIR FREIGHT 


801 Second Avenue, New York 17, New York Offices in all principal cities. 


Utility Buyers Group is shown gathered in Chicago. 
plan group’s annual conference to be held February in San Francisco. 


UTILITY BUYERS MEET: The executive committee of the NAPA Public 


They met to 


Detroit—Research into 
uses for copper is undergoing a 
“rebirth,” according to Dr. | 
Charles H. Moore, technical di- 
rector of the Copper Products 
Development Assn. 

Principal aim of the stepped-up 
research drive: to promote—and 
protect—the position of copper 
in the auto industry. The car 
makers already are copper’s 
largest market, with annual con- 
sumption of about 200-million 
tons. 

Moore, who has a $1-million 
research budget for 1962, told 


L 


Copper|ndustry Stepping Up Research Activities 


have as much money as I want;| 
the only problem is to spend it 
wisely, and it takes time to de- 
velop potentially rewarding pro- 
grams.” 

CPDA, a world-wide group 
of mine operators, now is work- 


ing in close liaison with Copper | 


& Brass Research Assn., a 
parallel group composed of mill 
operators, said Moore. CABRA, 
which also has a _ $1-million 
budget for promotion and mar- 
ket research in 1962, announced 
at the same press conference that 


WAYS 


(AND THEN SOME) HANDY & HARMAN CAN HELP YOU WITH 


ELECTRONICS APPLICATIONS 


...Take Rotary Stepping Switches —The single wiper 
for this rotary stepping switch is made of Handy & Harman 
Consil 995. This silver-magnesium-nickel alloy possesses ex- 
tremely high thermal and electrical conductivity and retains 
its spring properties and excellent conductivity even at high 
ambient temperatures. The bank contacts are silver plated from 
Handy & Harman anodes—available in a range of finenesses 
including the standard 999+ fine. Switch components courtesy 
of North Electric Company, Galion, Ohio 


...lake Heat Dissipating Tube Shields—Handy & 
Harman Consil 995B and Fine Silver are helping to meet the 
critical problems of vibration and heat in subminiature tubes. 
The shield assembly makes use of pure silver which, being 
extremely soft, conforms to tube irregularities and conducts 


heat away with an efficiency unmatched by any other commer- 
cially produced metal. The shield base, or heat sink, is made of 
Consil because of the alloy’s excellent thermal conductivity 
and ability to stay rigid at elevated temperatures. The Consil 
and Fine Silver are joined with EASY-FLO, a Handy & Harman 
silver brazing alloy. Photo courtesy of International Electronic 
Research Corporation, Burbank, California, 


...And Then Some —These two examples are indicative of the ways in which the electronics and electrical industries are solv- 
ing their problems with Handy & Harman precious metals: gold and silver and their alloys in wire, strip and foil; silver powders, 
flake and paint; silver chlorides and oxides; bi-metals; silver sintered metals; anodes, etc. The “etc.” is our invitation to you to 
contact us in reference to any of your projects— present or future—that may involve the use of precious metals. We'll be glad to 


advise you, without obligation on your part. 


Your No. 1 Source of Supply and Authority on Precious Metals 


General Offices: 850 Third Avenue, New York 22, N.Y. 
Offices and Plants: Bridgeport, Conn. * Chicago, Ill. * Cleveland, Ohio * Dallas, Texas * Detroit, Mich. * Los Angeles, Calif. » 
Mt. Vernon, N.Y. * Providence, R.L. + Toronto, Ontario * Montreal, Quebec 
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new | a press conference here, “I could| it is opening a new Detroit office. 


Among the specific projects 
and goals outlined by Moore at 
the conference were the follow- 
ing: 

®A hunt for “stainless” cop- 
per. “Patina is pretty only to 
antiquarians,” said Moore. “We 
want a copper which will keep 
its sheen indefinitely, so we can 
get back in the automotive trim 
business.” 

@As an alloy in gray iron 
castings. In the battle with alu- 
minum, founders are looking for 
thin wall casting techniques to 
cut the weight of automotive en- 
gine blocks. Copper, which 
would add both strength and ma- 
chinability to the castings, prom- 
ises to be a major alloy in the 
new formulae, said Moore. 

© High-strength alloys. Copper 
is to some extent being by-passed 
in the space age in favor of light 
metals. Moore feels that alloys 
can be developed to combine 
lightness, strength and low bulk 
without sacrificing _ physical, 
chemical, and mechanical prop- 
erties that copper alone offers. 

@Use of copper tarnish. “If 
you can’t lick ’em, join ’em,” said 
Moore. The same _ properties 
that cause tarnish may be of 
use as a Catalyst to forestall 
physical corrosion of such items 
and automotive engine parts, he 
said. 

@Smog control. Moore said 
copper-base catalysts have shown 
promise in preliminary tests of 
their abilities to clean up ex- 
haust gases in auto muffilers. In 
addition, organic copper in solu- 
tion with gasoline shows indica- 
tions of improving combustion, 
he said. 


Martin-Marietta Merger 
Okayed by Stockholders 


Chicago—Merger of Ameri- 
can-Marietta Co. and Martin Co. 
was approved last week by stock- 
holders of both firms at special 
meetings here and in Middle 
River, Md. 
| The new company, to be 
named Martin-Marietta Corp., 
will have sales of about $1.2-bil- 
lion a year—two-thirds of which 
will be derived from defense and 
space business. 

Martin is a leading manufac- 
turer of missile systems, including 
the Titan (ICBM) and the Persh- 
ing missile. American-Marietta 
produces dyes and _ chemical 
products, lime, cement, printing 
inks, industrial paints and fin- 
ishes, household products and a 
wide range of construction ma- 
terials. 


New Plywood Specialties 


New York—United States Ply- 
wood Corp. will step up its drive 
|to produce specialty items that 
“come closer to the end user’s 
requirement,” the company re- 
|vealed. Currently, 85% of the 
building materials firm’s research 
efforts are being concentrated in 
'the product development area, 
|according to chairman S. W. 
| Antoville. 

As part of the push, he said 
the company will build an east- 
ern facility of its Weldwood 
|Structures Div. to produce com- 
| ponent, prefabricated parts for 
| light commercial construction as 
well as the farm market. 
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This is a purchasing agent with a tough problem: specifying 
economical control cable with reliable insulation for environ- 
ments involving high temperatures and corrosive atmospheres. 
Fortunately, he knows about Du Pont’s new TEFLON 100 FEP 
resin —he knows that wire and cable constructions are available 
with this remarkable insulating material, in any desired length 
—that FEP resins are rated for continuous use up to 400°F.— 
and that they are completely inert to virtually a// chemicals and 
corrosives. 

He knows that control cables insulated and jacketed with FEP 
resin eliminate the hazards of deterioration that lead to elec- 
trical failure and costly maintenance. That insulation of FEP 
resins permits miniaturization of cables —twice as many con- 


TEFLON 


REG. U.S. PAT. OFF FLUOROCARBON RESINS 
BETTER THINGS FOR BETTER LIVING. 
October 16, 1961 


-THROUGH CHEMISTRY 


TEFLON 100 FEP resin in control cables 
means lower maintenance costs in toughest service 
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ductors, twice as much control in each conduit. He knows the 
difference in size between the cable with insulation and jacket- 
ing of FEP, shown above in red, and the cable formerly used, 
shown in black at the right. 

In short, he knows that reliability costs less with TEFLON. 
A point to keep in mind the next time you make a purchasing 
decision in the wire and cable field. Consult your supplier for 
more information, or write to: E. I. du Pont de Nemours & Co. 
(Inc.), Dept. PW-10-16, Room 2526T, Nemours Building, Wil- 
mington 98, Delaware. 


In Canada: Du Pont of Canada Limited, P.O. Box 660, Montreal, Que. 


TEFLON is Du Pont’s registered trademark for its family of 
fluorocarbon resins, including TFE (tetrafluoroethylene) 
resins and FEP ( fluorinated ethylene propylene) resins. 
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Washington Perspective 


op Kennedy Administration officials are asking businessmen to help the 
"eae come up with a new forecasting and planning idea—a govern- 
ment “model” of what the economy may look like a couple years ahead. 
There’s nothing new about such a model; government and private economists 
have been building their own for years. What is new here is the attempt to get big 
business to go along with 
the whole idea that such 


such a project. This would give a tremendous boost to 
guidelines are a good thing for both government and 
business to use in figuring out policies for prosperity and economic growth. 

One prime Administration objective is to make businessmen more conscious 
of what their opportunities might be in a relatively “full employment economy” 
in 1963—for sales, profits, production, capital investment, and the like. 

[he idea is to make available the advice of some of the highest-paid economists 
in the country—those who work for companies that are members of the blue-chip 
Business Council that recently set up shop for itself after splitting with the Dept. 
of Commerce 

o « + 

Walter Heller, chairman of the President’s Council of Economic Advisers, 
spread the idea before about 20 such economists at last week’s meeting of the group 
—held with economists from the Council, Commerce Dept., Treasury, Labor 
Dept., the Federal Reserve Board, and the Joint Economic Committee of Congress. 

Chairman of the Council’s economists is John C. Swartley, of A.T.&T.; other 
members are from such firms as U.S. Steel, General Motors, I1.B.M., Sears Roe- 
buck, and the like. 

Heller doesn’t call this project a model or forecast; it’s called a “perspective.” 
All the figures are supposed to be hypothetical; he claims the Administration isn’t 
predicting that any of the figures used will be attained in 1963. 

* ™ * 

The Business Council economists in a brief discussion of the idea came up with 
some suggestions that Heller indicated would be adopted. For instance, a sug- 
gestion was that the goal be a “high utilization economy,” rather than a “full 
employment economy,” which tends to emphasize the employment/unemploy- 
ment aspect of the need for economic growth. 

A subcommittee of the business economists is being appointed to look into the 
idea. One thing in its favor is the obvious desire of the corporation executives in 
the Business Council—led by Roger Blough of U. S. Steel—to maintain its new 
friendly relationship with the Kennedy Administration. 

Heller would like to learn directly from the companies that control such things 
how much they would be investing in plant and equipment if they could count 
on a $600-billion economy growing at a rate of 3.5% a year (or some $21-billion 
a year in constant prices). 


—_—_ — 


A M FS Masters of Measurement 


No. 3824 


LONG-RANGE DIAL INDICATORS 


Use Them for Checking: long slide travel, large cams, deep recesses or other 
dimensions requiring indicator spindle travel up to 12 

Features Include: large diameter dials, widely spaced dial graduations, movabie 
dials, replaceable contacts and count hands. 

Attachments: rubber dust guards, tolerance hands, lift levers, special backs, 
contact points, etc. 

For literally hundreds of measuring, indicating and comparing operations, 

you'll find Ames standard and customized gauges and indicators unerringly accurate 
and amazingly durable . .. You're asking for the best when you specify Ames! 

B.C. AMES CO., Waltham 54, Mass. Representatives in Principal Cities — 

In Canada, H. C. Burton, Co., 166 Rebecca Street, Hamilton. 


B.C. AMES CO 


Heller’s “perspective” has such invest- 
ment running at 10% of GNP in 1963, 
compared to less than 9% now. A faster 
rate of investment in modern plant ca- 
pacity is necessary if the U.S. is to meet 
its balance-of-payments problems, and 
compete with other countries in world 
markets. 

Obviously, if the 3.5% growth rate 
doesn’t induce the needed investment in 
modern production equipment, then gov- 
ernment policies will have to be devised to 
try to do something to get the results 
needed. 

What the Council has done is project a 
$620-billion GNP for 1963—up $104- 
billion from the $516-billion annual rate 
in the second quarter of this year, Then 
figures are broken down for personal ex- 
penditures, durable and _ non-durable 
goods, government expenditures, invest- 
ment, construction, and the like. 

Similar 1961-1963 comparisons are 
made for personal income and govern- 
ment income; for employment and unem- 
ployment; and for industrial production. 

Using these figures as a base, industry 
would be asked to make its own 1963 
estimates for sales, production, capacity 
utilization, employment, inventories “ap- 
propriate for this levels of operation”, 
export sales, profits, dividend payments, 
and outlays for plant and equipment. 

Some key figures from Heller’s “full 
employment perspective” for 1963: 

@ Unemployment is put at 4%, not the 
3% sometimes used by government 
experts, 

© Consumption is put at 93% of dis- 
posable income, 

© Corporate profits are put at 10% of 
GNP, or $62-billion, compared with 
1961's $45.5-billion. 

@ Price increases (or inflation) are ex- 
pected to be at 1.5% per year. 

a e > 

AFL-CIO leaders are becoming in- 
creasingly concerned about Administra- 
tion pressure to hold down wage boosts. 
Their earlier feeling that they could agree 
with the Administration on what con- 
stitutes a “moderate” wage increase is 
being replaced by a feeling that the White 


Eastern Central Truckers 
To Meet With Shippers On 
Forming New Carrier Group 


Columbus, Ohio—The Eastern Central 
Motor Carriers Assn. will meet here to- 
morrow with representatives of area ship- 
pers to consider the formation of a new 
shipper-motor carrier conference. 

Spearheading the drive for creation of 
the new unit is Arthur W. Todd, director 
of purchases at Lincoln Electric Co., 
Cleveland, and a past president of the 
National Assn. of Shipper-Motor Carrier 
Conferences. 

Purpose of the Columbus meeting will 
be to investigate the interest of carriers 
in the proposal. If the reaction is favor- 
able, it is expected the two groups will 
go on to establish by-laws and set up 
meeting agendas. Name of the proposed 
organization is the Eastern Central Ship- 
ner-Motor Carrier Conference. 


“The new conference would provide a 
valuable medium for exchange of infor- | 
mation between shippers and carriers,” | 


Todd told PURCHASING WEEK. “It would 
provide a common ground where the two 
groups could meet to iron out the problems 
they both face, such as the need for easier 
handling methods, shorter shipping times 
and simplified bills of lading.” 

Todd, who is chairman of a committee 
established by the NASMCC to encourage 
the growth of local conferences, stressed 
that the formation of an Eastern Central 
group is particularly important because 


ECMCA tariffs cover such a large geo- | 


graphical area. 
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House is putting them on the spot. The 
change results in large part from an off- 
the-record talk last week to some 50 
AFL-CIO economists and researchers by 
James Tobin of the President’s Council of 
Economic Advisers. 

Tobin was particularly pointed in say- 
ing that wage increases should be limited 
to productivity gains and there should be 
no escalator clauses in labor contracts be- 
cause they help feed inflation. This dis- 
turbed the labor leaders no end. They 
express particular concern about the serv- 
industries where productivity is a 
negligible factor. They also want the Ad- 
ministration to take some price-cutting 
action in industries where productivity is 
high. 


ice 


LET MUELLER 
MAKE IT! 


Mueller Brass Co. of Port Huron is 
much more diversified than the name 
“Brass” implies . . . a lot more. In 
fact, because of its many and varied 
facilities . . . its men, methods and 
metals... Mueller is in the unique 
position of being able to offer true 


single source service. 


MUELLER HAS THE MEN .. . experi- 
enced engineers with the ability to 
work out, creatively, tough design 
problems, and improve a part or 
components for production by the 
most economical method. You get 
sound engineering plus 44 years of 
practical metalworking production 
experience when you “Let Mueller 
Make It.” 


MUELLER HAS THE METHODS . 
when you “Let Mueller Make It”, 
you are utilizing one single source 
that is able to produce parts any one 
of these ways: as forgings, impact ex- 
trusions, sintered metal parts, screw 
machine products, formed tube or 
as Castings. 


MUELLER HAS THE METALS... 
the materials . 


. and 
. to produce pre- 
cision parts in aluminum, brass, 
bronze, copper, iron, and steel in 
hundreds of different alloys to meet 
each exact requirement. 


In addition, Mueller Brass Co. has 
complete and modern facilities for 
performing all types of finishing and 
sub-assembly operations. Another 

| plus value is nation-wide sales engi- 
neering service. 


So, in the final analysis, no matter 
where you fit in the American indus- 
trial picture, whether you’re making 
missiles or mowers...and no matter 
where you're located, it will pay you 
to LET MUELLER MAKE IT! 


| 


| MUELLER BRASS CO. 


PORT HURON 31, MICHIGAN 


| 
| 
| 
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THE AUTO-PORTER: New flatcar being introduced in 
U. S. by Baltimore & Ohio Railroad carries first 
payload of 16 new model Renault Dauphines. Built 


in West Germany, Auto-Porter is 13 in. lower than 
standard flatcar, is expected to eliminate tunnel 
clearance problems on Baltimore & Ohio rail system. 


IMPACT EXTRUSIONS... 


We don’t really make locomotives, but the 18 
different Cold-Prest impact extrusions represented 


Tax Write-Offs Urged as Incentive 
To Spur Transport Standardization 


Pittsburgh—The government! “Without one, standardization 
has been urged to give fast tax|will have to come piecemeal— 
write-offs as incentives for con-| company by company,” he said. 
struction of standardized rail;“U. §. Freight is among those 
cars, demountable truck trailers| buying standardized equipment, 
and containers, but no minority can ‘standardize’ 

At a meeting of the National/ anything. All’ companies must 
Defense Transportation Assn.|have an incentive to strengthen 
here last week, Morris Forgash,| the defense and economy of the 
president of United States Freight | country in this way, out of their 
Co., predicted it will take 5 to 15|own self-interest.” 


years to standardize U. S. trans- Under his plan, the fast tax 
portation unless there is some | write-offs (three years for de- 
incentive program. | mountable truck trailers and con- 


tainers, 10 years for rail flatcars) 
would be available Gnly to com- 
|panies which purchased equip- 
ment conforming to 40 x 20 x 
10-ft. measurements recently en- 


MUELLER CAN MAKE MOST ANYTHING IN ‘rd Ash and ihe Federal Mat 


time Commission. 

He emphasized that the write- 
| offs should cover only truck trail- 
ers and containers removable 
from their wheel-bases for easy 
transition to rails and vessels, 
| and that units must be reinforced 
|at the corners to allow for lift- 
ing aboard ocean freighters. 


Four Midwestern Utilities 
File Triple Damage Suits 
Against Electrical Firms 


Chicago — Antitrust suits 
against 19 manufacturers of elec- 
trical equipment were filed in 
Federal district court here last 
week by four Midwestern elec- 
tric utilities. 

The utilities asked the court to 
determine the amount of damages 
they had suffered as a result of 
an alledged price fixing con- 
spiracy and to award them three 
times those damages plus the 
cost of the litigation. The utilities 
filed nine separate suits, each 
covering a different item. 

All the suppliers named in the 
suits pleaded guilty or nolo con- 
tendere to charges of illegal price 
fixing last February in U. S. Dis- 
trict Court in Philadelphia. The 
utilities include Central Illinois 
Light Co., Peoria, Ill.; Iowa- 
Illinois Gas & Electric Co., 
Davenport, Iowa; lowa Power & 
Light Co., Des Moines, and lowa 
Electric Light & Power Co., 
Cedar Rapids, Iowa. 


Small Firms Getting Bulk 


in the model were cold forged to exacting tolerances from Of Lockheed Purchases 


a number of aluminum, copper, brass, and steel alloys. 


These parts are employed in products ranging from door 
closers to missiles. Mueller has also made important advances 
in the production of copper impact extrusions that are especially 

adaptable to electronic applications. Cold forgings are precision 
produced to exacting tolerances and offer the additional advantage 
of a better finish and appreciable metal savings. 


Burbank, Calif. — Lockheed- 
California Co., a division of 
Lockheed Aircraft Corp., said 
small firms filled the majority 
of the 70,165 purchase orders 
it placed during the first half of 


Mueller’s flexible facilities for the production of Cold-Prest Impact extrusions — ~, Hadd side said 

make practical long or short runs of simple or relatively complex shapes on an 7 oto meetineeh mong or di 
economical basis. In addition, the entire Mueller engineering staff, excellent machining, — a ‘ ae : nal 4 
finishing and assembly facilities are readily available to you when you... scaled a8 large sane. 
¢ +S ale e ° 
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s 


PORT HURON 31, MICHIGAN 
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LET MUELLER make 17! the year. 


Based on the trend to date and 
an “anticipated” increase late in 


Electro-Magnetic Clutch 


Syosset, N.Y.—Dynamic In- 
struments Corp., maker of mili- 
tary clutches and brakes, has 
entered the commercial market 
with an electro-magnetic clutch 
‘for use on small motors and 
turntables. The new product 1s 
/aimed at customers in the elec- 
|tronics industry. 
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Management Memos 


Big Fish, Little Fish 


Despite the recognition given by some large corporations 
to the butcher, the plumber, and the corner store owner as 
“the backbone of American industry,” Karl Bostrom, chairman 
of Bostrom, Inc., feels the small or independent businessman 
never has been held in lower general esteem. 

This is strange, Bostrom says, since there are some 20-mil- 
lion of these free enterprisers and innovators in the U.S. and 
their existence “is what really makes us different in our produc- 
tion economy from Soviet communism and not much else.” 


Bostrom blames the cult of the gray-flanneled 
executive, as fostered by fiction, advertising, and 
the movies, for the low esteem. This executive 
image, he feels, has taken on a powerful allure to 
young people, and consequently they hotfoot it 
off the campuses to join big firms with big names. 


“Corporate image” advertising, Bostrom believes, is what 
has created the public impression that all of our technical 
progress stems from top company laboratories filled with top 
scientists drawing top pay. 

Bostrom sees a need to correct this imbalance in vision. “We 
must let the public, and children in school as a part of their 
vocational exposure, in on the fact that “very much of the 
innovation we see is a consequence of individual men and 
often very small businesses.” 


Small business needs a forum, Bostrom feels, 
in which it can inform itself, and a rostrum from 
which it can educate the public to the fact that the 
man in shirtsleeves who manages his own firm is 
every bit as important as the organization man in 
the giant corporation. 
“We need to discover and dramatize the complex 
and ubiquitous role of the small businessman and 
the absolute need to preserve his function if we 
are to maintain a free and open society,” Bostrom 
States. 
Aids in Print 
The 1961 Statistical Abstract of the United States is now 
available from the Superintendent of Documents, Government 
Printing Office, Washington 25, D. C., for $3.50. This volume 
contains new statistics from the 1960 census along with a vast 
store of figures, graphs, etc. on subjects ranging from outdoor 
recreation areas to the Inter-American Development Bank. 
According to the Bureau of the Census, which compiled and 
edited it, the book contains half a million facts. 


Paint Manual 

The Bureau of Reclamation has put out a revised edition of 
its Paint Manual (Catalog No. I 27.19/2: p 16) which covers 
all aspects of paints, surfaces, and painting materials. Included 
in the 262-page volume are sections on inspection and sam- 
pling as well as safety and care of materials. To get a copy, 
send $1.75 to U.S. Govt. Printing Office, Washington 25, 
D. C. Also available at the Govt. Printing Office is the Jatest 
U.S. Government Organization Manual (price, $1.50) which 
describes every federal agency and its function. Besides, it lists 
several hundred publications, giving the types of written ma- 
terials available from government sources. 


Electronic T-Men 

The Internal Revenue Service is getting set to put data proc- 
essing to work as a Treasury sleuth. By the end of this year, 
the IRS will have in operation the first of its computers 
to catch the private or business taxpayer who intentionally or 
unintentionally returns a less-than-truthful report on his in- 
come. 

With automation, the IRS can determine who 
has failed to file a return; who has made a mathe- 
matical error on the return; who still owes back 
taxes or other taxes; and who fails to show on 
his return what others are reporting about him on 
theirs. 

The government will also find out whose return should be 
examined further by IRS agents. This system is so engi- 
neered that it is impossible for a person or a business to 
escape detection if an error has been made. And with (EDP) 
on the job, everyone can expect to get a machine check of 
his tax reporting. 

Here’s how the system works: 

@ First, tax returns will be received by local district offices. 

@ Then, the returns will be transcribed onto punch cards 
and converted into magnetic tapes. 

@ Finally, the tapes will be returned to the Regional Centers 
to undergo processing and investigation. 

According to Internal Revenue, the intent of tax automation 
is not to find additional sources of money, but to keep private 
and business taxpayers reporting accurately. 

Not only is the IRS ready to begin machine 
operation in its revised tax program, but, also, they 
have streamlined the individual tax return. The 


new form will only be two pages instead of the old 
four-page 1040. Another major change—the lan- 
guage, the IRS says, has been made easier to 
understand. 


BEFORE ANALYSIS: and 


sturdy latch was specified in original 


Handsome 


design of sheet metal coupling guard. 


AFTER ANALYSIS: Study revealed that 
appearance of latch was unimportant 
and high precision was unnecessary. 


TECHNIQUE: Don't ask 
for more quality than 
you need. 


SAVINGS: Part cost cut 
98% ($14.10 to 28¢). 


Source: Allis-Chalmers Mfg. Co., Milwaukee, Wis. 
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Do you think it is preferable to rotate 
commodities among buyers? 


Question asked by: F. L. Brewer, General Purchasing Agent 
A. O. Smith Corp., Milwaukee 


J. J. Dignan, director of purchases, Northern 
Illinois Gas Co., Bellwood, IIL: 


“A buyer of technical equipment must have 
specialized knowledge in order to buy with a 
purpose. He must know quality, value, price, and 
trends. He learns these from comprehensive ex- 
perience and not from the casual unsolicited 
source that comes to the office. He cannot be an 
automaton. Rotation of commodities will give 
the buyer more experience, but I do not think 
it will improve the purchasing function. More 
beneficial to both the buyer and the company is 
a rotation of buyers to jobs outside the depart- 
ment to gain knowledge.” 


W. F. Boehlert, general purchasing agent, Wil- 
shire Oil Co. of Calif., Los Angeles: 


“In a comparatively small purchasing organiza- 
tion it is not only desirable but necessary to rotate 
commodities among buyers in order to assure 
continuity of service, particularly when personnel 
emergencies arise. Each buyer should have some 
knowledge of all the regularly purchased items 
required by a company and no better source of 
training is available than actual on-the-job experi- 
ence in buying, at least once, every type of com- 
modity.” 


H. O. Books, director of purchases, Wheelabrator 
Corp. (airless blast cleaning equipment, etc.), 
Mishawaka, Ind. 


“Rotating commodities is not practiced by our 
company. Buyers are assigned to purchase certain 
commodities and are responsible for the delivery 
of their own purchases. This, we believe, places 
them in a position to not only become fully 
acquainted with the products purchased and their 
vendors, but also the delivery situation on each 
of the products they purchase. Since all our buyers 
work closely together to meet our schedules, they 
are in a position to pinch hit when necessary.” 


G. C. Bradshaw, general purchasing agent, 
Mallinckrodt Chemical Works, St. Louis: 


“We have specialists in various important areas 
such as raw materials, containers, MRO & manu- 
facturing equipment, office equipment & supplies, 
etc. These buyers, while they may rotate com- 
modities within a particular area, do not cross 
over into other fields. Our objective is to create 
experts by education and experience—and each 
area is large and important enough to thoroughly 
challenge the individual’s efficiency, continued 
interest, and enthusiasm.” 


W. J. Wertz, director of purchases, Ajax Magne- 
thermic Corp. (induction heaters), Trenton, N. J.: 


“There is obviously much to be gained by 
rotating buyers to provide them with the necessary 
experience to take over in the event of illness, 
time of vacation or other emergency entailing a 
particular buyer. At the same time this enables a 
constant check on the capabilities of various buy- 
ers to handle items other than those to which 
they might be otherwise confined.” 


R. FE. Ballinger, vice president-purchasing, 
Thompson-Hayward Chemical Co., Kansas City: 


“Not in our case. The relationship between 
purchasing and sales is a very close and vital one 
in a company, to a great extent for a chemical 
distributor but also for a manufacturer. Due to 
the wide range of chemicals sold and the myriad 
types of customers contacted, technical specializa- 
tion is a necessity on resale stocks. Plant raw 
materials, capital equipment, imports, and MRO 
requirements are handled by entirely different 
procedures and other personnel.” 


M. J. Coughlin, director of procurement, Aero- 
space-Rockets Div., Bell Aerosystems Co., 
Buffalo, N. Y.: 


“Dependent on the size of the organization and 
its purchasing staff, the rotating of commodities 
in some industries is practical and, from an 
educational point, desirable. It provides not only 
a broader base but a greater depth of knowledge 
for the buyer himself and could place him in a 
position to accept greater responsibility which 
may ultimately qualify him for a top purchasing 
job. However, many firms such as ours, find it 
necessary to have specialized buyers and rota- 
tion is not feasible, practical or economical.” 


Next week—Oct. 23 
Six engineers answer this question: 


Should purchasing sit in on engineering-design proposals? 


; PURCHASING WEEK Asks 
Suggest a Question to: 330 West 42 St. 
New York 36, N.Y. 
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You can look to Allmetal for fine screw machine work in all metals...plus cold 
heading and hot forging. Complete secondary operations. Prompt production 
on long or short runs. Intricate shapes, precision tolerances, large, small 
miniature sizes. 


e 30 YEARS OF KNOW-HOW e RIGID QUALITY CONTROL 
@ SINGLE AND MULTIPLE SPINDLE AUTOMATICS 
@ BATTERIES OF COLD-HEADERS @ TOOL ROOM 

@ HOT FORGING EQUIPMENT e@ LARGE MODERN PLANT 


For standard stainless steel fasteners, you can depend on 
Allmetal to provide immediate shipment from ‘“‘the world’s 
largest stock of stainless fasteners.” 


REQUEST 132-page catalog #60 (on your letterhead). 
Packed with heipful fastener data plus stock list. 


MANUFACTURERS OF STAINLESS STEEL FASTENERS SINCE 1929 


SCREW PRODUCTS COMPANY, INC. 


GARDEN CITY, N.Y. PI1-1200 | 821 STEWART AVENUE, GARDEN CITY, NEW YORK 
NEW YORK, N.Y. 13-5800 | owesr sates orrice 
NEWARK, NJ. MA 3-1117 | 6424 West Belmont Ave., Chicago 34, Ill. 


BOSTON, MASS. LA 3-6119 WEST COAST OFFICE & WAREHOUSE 
CHICAGO, ILL. AV 2-3232 | 5822 West Washington Bivd., Culver City, Calif. 


CULVER CITY, CAL. WE 3-9595 
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Foreign Perspective 


Bonn—German steelmakers say they are going ahead with 
plans to boost crude steel capacity 40-million tons by 1965, 
despite the current sharp decline in production. 

Ingot steel production nosedived during the third quarter, after 
having run for the first six months of the year at a slightly higher 
rate than the record 1960 level. Observers blame three factors 
for the drop-off: a sudden slackening in the volume of export 
orders; a running down of inventories by both steelmakers and 
fabricators, and the intense competition by the French on the 
German home market 

If production continues at the third quarter pace, the total 
for the year will be about 400,000 tons under the record 34.1- 


Call NATIONAL...and Save! 


million tons of 1960. But even the most optimistic observers 
think the deficiency will be larger than this. 


Brussels—In line with the decline in export orders noticed in 
Germany, steel export prices on the Brussels Steel Exchange 
continued to drift along at comparatively low levels. 

Typical prices, f.o.b. Antwerp, per metric ton, were: inter- 
mediate grade deformed bars, $83-$84; merchant bars, $96-$97; 
commercial quality plates, $91; structural shapes, $96-$99; gal- 
vanized wire, $128, and wire rods, $91. 

rhese prices, with the exception of galvanized wire, which has 
held steady, are $1 to $2 under their levels a month ago. They 
are considerably under the levels prevailing as recently as last 
May. when merchant bars and commercial quality plates, for 
example, both were selling in the $101-$102 range. 

¢ 2 e 


Washington—On the other side of the import-export ledger, 


Let us cut your tubing... and your costs 


Our new patented, super-speed equipment 
saws short tubing lengths at 100,000 pieces 
per hour. Quality is unbeatable too. Since 
tubing is cut before annealing, ends are 
practically burr-free. If needed, high-speed 
brushing produces the most beautifully 


finished ends you’ve ever seen. 


Write or call today. Our quotation 


costs you nothing... yet may save you 


a great deal. 


Fastest Delivery in the Industry. 


Copper and Brass Tubing Straight 


Lengths « Coils + (nut Lengths + Formed 


Pieces * Special She» « + Fabricated Parts 
} 


The National Copper and Smelting Company 


1862 East 123rd Street 


12 


Cleveland 6, Ohio - Te'ephone CEdar 1-2366 
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the U. S. Census Bureau esti- 
mated the value of general im- 
ports into the U. S. during August 
was 8% below the previous 
month’s figure. 

The agency said a preliminary 
tally showed August imports 
totaled $1.259-billion after ad- 
justment for seasonal trends, 
compared with the 22-month 
high of $1.371-billion reached in 
July. Despite the 8% drop, the 
Census Bureau reported that the 
August total was the second 
highest for any month so far this 
year. 


New York—The Netherlands 
has paved the way for an inten- 
sified export drive in the U. S. by 
integrating the offices of its Trade 
Commission in New York, Chi- 
cago, Los Angeles, and Houston 
with the Dutch consulate offices 
in those cities. 

Under the new setup, trade 
promotional efforts will be han- 
dled by the Commercial Div. of 
each of the four consulates. In 
addition, the geographic scope of 
the trade operation has been ex- 
panded by the formation of a 
Commercial Div. at the San 
Francisco consulate. 


* - 7 
Edmonton—A_ warning that 
Canada eventually may take 


steps to require complete or par- 
tial processing of its natural re- 
sources within the country was 
sounded here recently by Ray- 
mond Reierson, Minister of La- 
bour in the Alberta government. 

“The day is past when we were 
satisfied merely to produce the 
raw materials for processing and 
final manufacture in other coun- 
tries,” he told a development con- 
ference here. “Whether the day 
has yet arrived when we can be 
assured that there is complete 
justification for insistance on 
complete or partial processing 
within Canada’s borders is 
another question. But there is no 
doubt that ‘the winds of change’ 
which have made other nations 
conscious of the need for indus- 
trial developments within their 
borders have swept across Can- 
ada as well,” he said. 


New York—Japan’s rapidly 
accelerating rate of vehicle pro- 
duction and export will make that 
country a major factor in inter- 
national car, truck, and bus 
markets within a very few years, 
Automobile International, a 
McGraw-Hill publication, reports 
in a dispatch from Tokyo. 

Japanese manufacturers are 
proud of their vehicles, AI says, 
claiming they are the equals of 
those of their sizes and weights 
produced in other countries. 
Some evidence backing up this 
claim is provided by the U.S. 
military, which purchased 10,600 
Japanese units during the first 
half of 1961 for use by the armed 
forces. 


Bonn — Sales of 
machinery and equipment are 
booming, with exports leading 
the way, reports the Assn. of 
German Machine Builders. 

Contrary to the trend for most 
other German industries, which 
report a dwindling in their growth 
rates, machinery and equipment 
sales rose 18.2% to $3.45-billion 
during the first six months of 
1961. Exports were up 25.7% 
to $1.33-billion. 


German 
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Use of Zinc Increased | 


By 10% on 62 Autos, 
Zinc Institute Reports 


New York—Zinc consumption 
in 1962 American-made autos is 
up by at least 10% over 1961, 
due primarily to increased use in 
decorative features. 

The American Zinc Institute 
reports the average full-sized 
1962 car will carry about 80 Ib. 
of zinc die castings, compared 
with some 75 lb. on 1961 models. 
Compacts will use an average of 
35 lb., compared with 30 Ib. on 
1961 cars. 

Increased zinc consumption is 


also reflected in the greater use 
of galvanized steel, according to 
the Institute. 

The Institute says zinc use in- 
creased in grilles, headlight shells, 
mirror frames, knobs, name 
plates, ornaments, and decorative 
Strips. 


Aerotest Labs Opens 


New Testing Facility 


Deer Park, N.Y. — Aerotest 
Laboratories has opened a bi- 
propellant testing facility at its 
14-acre space center here. The 
new facility is open to all man- 
ufacturers and users of missiles 
and missile components. 


The facility is designed to test 
the effect of space conditions on 


missile components using bi- 
propellants, such as _ nitrogen 
tetroxide, UDMH, and _ hydra- 
zine. 


Great Northern Paper 
To Make Coated Stock 


Boston—Great Northern Pa- 
per Co. is planning to spend $5- 
million to $6-million to expand 
into the coated paper field by 
the end of 1962. 

The firm plans to expand ex- 
isting facilities at Méillinocket, 
Maine, to produce the coated 
papers. 


Phillips, Carbide, Allied Chemical 
Take Action in Polypropylene Field 


New Phillips Process 


Bartlesville, Okla. — Phillips 
Chemical Co. lent substance to 
reports that it may soon begin 
commercial production of poly- 
propylene with the .announce- 
ment that it has developed an 
improved method for manufac- 
turing the plastic. 

The company said extensive 
tests at the pilot plant level have 
demonstrated the “technical and 
economic superiority” of an im- 


PROBLEM: How to specify moisture protection for your product without 
being an expert on packaging papers or coatings 


SOLUTION: With International Paper’s new “Levels of Protection” you 
buy precisely the packaging protection you need and no more 


yow, with its “Levels of Protection,” 
N International Paper cuts through 
the confusion resulting from the many 
different types of moisture-barrier_ pa- 
pers ay ailable today. 

The “Levels of Protection” system 
provides the first effective yardstick fon 
comparing one moisture-barrier paper 
with another. This means you don't have 
to be an expert on papers, coatings and 
weights to get the best packaging for 
your money. 


This new rating system evaluates all 
our moisture-barrier papers—regardless 
of type or weight of coating—against a 
scientifically graduated scale of levels 
of protection. Knowing what product 
you package, we can quickly recom- 
mend the most effective level of protec- 
tion for that product. 

But this rating system has another 
dimension. Since we can supply a num- 
ber of different types of moisture-bar- 
riers for any given level of protection, 


we can offer you the one barrier that 
most economically furnishes the level of 
protection you require for your product. 

This new system is another example 
of the complete packaging service of- 
tered you by International Paper. Serv- 
ice which includes a complete range of 
paper packaging and paper packaging 
materials, skilled packaging engineers, 
printing and design service. 

For full details, call any of our sales 
offices or write us direct. 


INTERNATIONAL PAPER 


Manufacturers of papers for magazines, books, newspaper 
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proved process of manufacturing 
isotactic polypropylene. 

Phillips said it will decide 
whether to build a plant for com- 
mercial production after com- 
pleting an extensive program of 
end use tests for resins made in 
the pilot plant. 

The company noted that its 
“large supply of polypropylene” 
from refinery and natural gas 
liquid sources would give it a 
“very favorable position” in the 
field. 


Carbide to Open Plant 


New York—Union Carbide 
Corp. expects to begin produc- 
ing polypropylene film for pack- 
aging at a plant in Wayne, N.J., 
by the middle of next year. 

A company spokesman said 
machinery for forming the film 
is being installed in the plant, 
which was purchased from Styon 
Corp. last March. Opening of 
the plant will mark the com- 
pany’s entry into the polypro- 
pylene market. 

Union Carbide is obtaining the 
polypropylene from Shell Chem- 
ical Div. of Shell Oil Corp. under 
terms of an agreement announced 
earlier this year. In return, Shell 
will buy high-density polyethy- 
lene from Union Carbide. 


Plaskon to Go on Sale 

New York—Allied Chemical 
Co. has joined the ranks of 
firms marketing polypropylene 
for molding textiles, packaging. 

Effective Nov. 1, the firm’s 
plastics division will start selling 
polypropylene under the name 
“Plaskon.” Although Allied has 
a pilot plant in operation pro- 
ducing polypropylene, the bulk 
of it will be produced by another 
manufacturer. 

Allied did not disclose the 
name of the firm with which it 
signed the marketing agreement. 


ASTM Notes Research 
By Adding ‘And’ to Name 


Philadelphia—The American 
Society for Testing Materials 
has emphasized the importance 
of its research work by chang- 
ing its name to the American 
Society for Testing and Materials. 

Miles N. Clair, Society presi- 
dent, said that while it was felt 
the organization’s work in seek- 
ing knowledge of the nature of 
materials deserved more empha- 
sis, the members agreed that 
there should be a minimum dis- 
turbance in the name. The sim- 
plicity of the change permits the 
Society to continue using the in- 
itials “ASTM” and its symbol 
incorporating those initials, he 
pointed out. 


Resale Company Formed 


East Liverpool, Ohio—Patter- 
son Foundry & Machine Co. has 
formed a_ subsidiary, Process 
Equipment Trading Co., to re- 
build and resell factory equip- 
ment taken in trade on new 
Patterson products. 

The subsidiary will also pro- 
vide various financing programs 
to assist firms on their moderni- 
zation programs. The new di- 
vision will be headed by Howard 
Crossley, general manager. 
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“NUWELD” 


SHATTERPROOF 


HOLE SAWS 


Nucut Hand and Power Hack Saws 


ae 


Nucut Metal Cutting Band 
Saws, Regular and High 
Speed Steel 


Flat Ground 
Steel, Oil 
Hardening, Air 
Hardening and 
Low Carbon 


HELLER TOOL CO. 


Branches and Warehouses: Union, N. J. @ Detroit @ Chicago 


Announcing the NEWEST LG 


=F 
Eo 
— 


HOLES! 


MADE 


iN US A, 


ALL THE MOST-WANTED SIZES: Fifty-five diameters, ranging 
from %," to 6”, cover most hole specifications for pipes, 
cables, conduits, vents and other feed-throughs in 
materials up to 1%” thick. 


FOR ALL MACHINABLE MATERIALS: Steel, cast iron, stainless 
steel, aluminum, copper, brass, wood and plastics ... 
all come within the bite of Heller Hole Saws 
fast-cutting teeth. 


AS RUGGED AS “‘NUWELD"’ HACKS! Naturally! For that’s what 
Heller Hole Saws really are. Cutting edges of Heller 

high speed steel are electrically welded to shatterproof 
alloy steel ... rolled to correct diameter... silver 

brazed along the seam .. . then, welded to the outside 
diameter of a tough, resilient steel cap. ‘‘Shoulderless” 
design permits deep cuts through stacked layers. 
Knockout slots ease removal of cores. 


SIX ARBORS FIT MOST CHUCKS! Straight hexagonal shanks, 
with pin-drive design in larger sizes, provide a non-slip 
grip when used in portable tools, drill presses, lathes, 
boring mills and milling machines. High Speed steel pilot 
drills have one flat surface for positive drive. 


TAKE THE GAMBLE OUT OF SELLING! When the word gets 
around that Heller Hole Saws deliver more holes per 
dollar, the “Holler for Heller” will be more profitable 


than ever before. So, spread the good news and get your 
stock in, now! 


17.1.8 


America’s Oldest File Manufacturer 
NEWCOMERS TOWN, OHIO 
Subsidiary of Simonds Saw and Steel Co. 


Shreveport @ los Angeles @ San Francisco @ Portland, Oregon 
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New Plants, Expansions 


Instru-Lec Installs 


Mount Vernon, N. Y.—Instru- 
Lec Corp., manufacturer of pre- 
cision instruments, has completed 
machinery installation in a new 
plant addition here. Instru-Lec 
products are used in jet fighters, 
bombers, missiles, computers, 
ind outer space vehicles. 


Spaulding to Build 


Tonawanda, N. Y.—Spauld- 
ing Fibre Co. will construct a 
$2-million addition to its plant 
here. The new production facility 
is expected to be completed in 
1963. Spaulding Fibre produces 
industrial laminates, vulcanized 
fiber, fiber boards, and materials 
\andling equipment. 


GM Builds 


Fremont, Calif.—General Mo- 
tors Corp. is constructing two 
new assembly plants here for its 
Chevrolet Motor and Fisher 
Body Divs. Both are sched- 
uled for completion by the sum- 
mer of 1963. The Fremont plant 
will be 
ibout 160,000 automobile bodies 
a year on a two-shift-a-day basis. 


New Imperial-Eastman Unit 


Chicago — Imperial-Eastman, 
manufacturer of hydraulic and 
pneumatic components, has 
formed a Plastics Div. Key func- 
tion of the new unit will be to 
produce “Hytron” high-pressure 
plastic hose. The division will be 


housed in the company’s Mani- § 


towoc, Wis., plant. 


AE Expands 


Northlake, Ill. — Automatic 
Electric Co., a subsidiary of Gen- 
eral Telephone & Electronics 
Corp., is expanding its facilities 
by adding a new wing to the plant 
of its Industrial Products Div. 
here. The company also is con- 
structing a two-story addition to 
its 
tories and is enlarging its power 
plant. 


Mingo Opens Plant 


Mingo Junction, Ohio—Min- 
go Oxygen Co. opened a $6- 
million oxygen plant here. The 
facility, jointly owned by Hydro- 
carbon Research, Inc., New 
York, and Wheeling Steel Corp., 
Wheeling, W. Va., will produce 
400 tons of gaseous oxygen daily 
for Wheeling Steel, in addition 


to high-purity liquid oxygen and ; 


liquid argon which will be sold 
to outside customers. 


Flintkote Plant Opens 


New York—Flintkote 
started production at its new $2- 
million corrugated container fa- 
cility in Magnolia, Miss. The 
new plant will supply the mid- 
South and Gulf Coast areas. 


Waterbury Builds 


Waterbury, Conn.—Water- 
bury Pressed Metal Co. is con- 
Structing a new $350,000 plant, 
which, when completed, will 
house all the firm’s operations. 


Reynolds Expands 


Longview, Wash.—Reynolds’ 
Metals Co.s aluminum works 
here will expand operations by 
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capable of producing 7 


|installing two holding furnaces 
and a vertical direct casting ma- 
chine. The new equipment will 
| be installed in the plant’s existing 
cast house, newly expanded with 
a $700,000 addition. 


GE Builds Lab 


Mount Vernon, Ind.—Gen- 
eral Electric Co. has built a 
$500,000 Lexan polycarbonate 
manufacturing engineering lab- 
oratory here. The facility is part 
of the new polycarbonate plant 


ScUeeeEeEEEeenseeeen 


put on stream last fall by the 
GE’s Chemical Materials Dept. 


Thompson to Expand 


Los Angeles— H: I. Thomp- 
son Fiber Glass Co. said it plans 
to purchase the facilities of Min- 
nesota Mining & Mfg. Co.’s Ze- 
nith Plastics Div., Gardena, 
Calif. Fiber Glass said the ac- 
quisition will enlarge its produc- 
tion facilities for aerospace in- 
dustry products, and broaden the 
firm’s product and market base. 
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NEW RESEARCH CENTER: Bethlehem Steel Co. has opened its new 
$25-million Homer Research Laboratories covering 1,000-acre site at 
Bethlehem, Pa. Two of its seven major buildings are still unfinished. 


Air Express delivers parts overnight, helps cut costly inventory 


This auto dealer had thousands of dollars tied up in inventory. Then he found out how quickly and easily 
he could get parts direct from the manufacturer by AIR EXPRESS. So now he lets the factory carry most 
of his inventory, and he banks the savings. AIR EXPRESS service enables you to streamline your in- 
ventory. Why stock a warehouse when AIR EXPRESS will deliver the goods at jet speed — very often 
the same day? Throughout the U. S. and Canada, 35 


scheduled airlines and 13,000 trucks give your shipments 
first on—first off—first there priority, with kid-glove han- 


AIR EXPRESS 


dling all the way. Just mark your orders ‘‘AIR EXPRESS” 


& 
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CALL YOUR LOCAL REA EXPRESS OFFICE FOR AIR EXPRESS SERVICE 
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PRO-D AID: Designed to aid in cutting reading time, bar of Reading 
Pacer descends from top to bottom of page requiring reader to keep 
up, line by line. The rate of descent is controlled by dial adjustment. 


We put 

a lot of 

work into it — 
You get a lot 

of work out of it 


Fe 
Sy 
“ity étmside 


Here are two “‘close-ups'’ of Roebling Royal Blue Wire 


Rope which show in part where your savings come from 


In Furthering Your Career 


Speedier Reading Can Net Tangible Rewards 


§ ee is a precious commodity, 
and today’s accent is on 
super-speed—in everything from 
jets to reading ability. You may 
not be able to match President 
Kennedy, who is said to whiz 
through reading matter at 1,200 
words a minute, but you can 
double and even triple your read- 
ing speed—and get a tangible 
payoff in the form of extra time in 
which to think, plan and act, and 
valuable extra knowledge on 
which to base your decisions. 


and outside 


... Uniformity of structure. Invisible, but equally important, is 
Royal Blue's extra high tensile strength. All the way through, Royal 
Blue pays off for you on every kind of wire rope job. Find out 


more from your wire rope distributor, or 
write for free booklet to Roebling’s Wire 


Rope Division, Trenton 2, New Jersey. ; 


ROEBLING 


Branc f es 
. Ro s Sons Division Qa 
colorado Fuel and Iron Corporation. 


in Principal Cities 


Experts on reading say many 
purchasing people and other busi- 
nessmen utilize only 20% of their 
reading capacities, scoring fewer 
than 250 words a minute. This, 
say the experts, is merely the re- 
sult of poor reading habits. 

An individual’s reading rate 
and comprehension can be in- 
creased by means of proper in- 
struction, for this is an acquired 
skill much like learning to drive 
a car. According to the experts, 
there is no iron clad relation be- 


tween reading speed and intellec- 
tual capacity, so anyone can 
expect results from _ reading 
courses. 2 

Borg-Warner Corp. learned the 
value of such courses when it in- 
stituted a reading kit program 
and increased the average reading 
speed of 39 employees from 297 
words a minute to an average of 
715 words a minute. 

Esso Standard, American 
Brake Shoe, IBM, AT&T, Mo- 
torola, Royal McBee, and Min- 
nesota Mining are only a few of 
the growing parade of other firms 
that have utilized reading pro- 
gram instruction to increase em- 
ployee efficiency. 

This instruction matter ranges 
from packaged industrial training 
programs to home study kits such 
as Reading Laboratory, Inc.’s 
$1.25 book, “Cut Your Reading 
Time in Half,” which incorpo- 
rates basic techniques and prac- 
tice exercises. 

McGraw-Hill Publishing Co., 
too, is entering the field with a 
16 mm., 20-min. film, available 


Pro-D Pointer 


If you are organizing a 
meeting, workshop, or semi- 
nar, you might copy the pro- 
gram notebook technique used 
by the American Production 
& Inventory Control Society. 
Upon registration at their na- 
tional conference, participants 
received spiraled notebooks 
giving the program, informa- 
tive subject blurbs, and space 
between session listings for 
note taking. 

Payoff: No juggling of pro- 
gram and separate notes, less 
chance of misplacing either. 
You go home with one neat 
package. Stapled pages and 
mimeographed data could 
easily substitute for APICS 
printed notebook. 


| at the end of this year, on how to 
+, show an increase in your reading 


efficiency. 

Esso used Developmental Re- 
'search Institute’s industrial train- 
ing program, which involves a 
$500 outlay for personal-study 
kits for eight men and material 
for a leader, enabling any training 
staff member to conduct the 
course. Each kit includes a phrase 
| flasher and a rateometer. Kits for 
an additional eight men cost $48, 
\so the cost of training 100 per- 
sons averages out to $10.76 per 
man. A minimum of 10 one-hour 
sessions is recommended. The 
| Institute also offers a $10 home- 
| training program. 
| Another program, the Book- 
\of-the-Month Club’s Columbia 
|University Study Program in 
'Rapid Reading, also has been 
used industrially by firms such 
|as Corn Products Co. and Cali- 
\fornia Oil Co. 

Designed to eliminate the need 
for a supervising instructor, the 
/program includes 13 portfolios 
sent out at three-week intervals 
and a reading-pacer and a read- 
ing-timer. A 15-minute practice 
| period each day is recommended. 
\One program costs $58.14 (in- 
cluding a 10% discount for ad- 
vance payment). Additional dis- 
‘counts are given for bulk 
purchases by corporations for re- 
| (Continued on page 17) 


'Calif. Certification Outlined at NIGP Parley] 


New York—Delegates at the 
National Institute of Govern- 
mental Purchasing Conference 
heard additional details on Cali- 
fornia’s new P.A. certification 
plan (see PW. Aug. 28, ’61, p.1). 
Edwin W. Hyka, president of the 
California State, County, and 
Municipal P.A. Assn., told the 
NIGP meeting here that the ad- 
visory panel, top flight guardians 
of the program, will have the 
power to waive educational re- 
quirements for getting certifica- 
tion. 

As originally adopted by the 
CSCMPA, the formal education 
requirements for both certified 
public purchasing officer and as- 
sociate public purchasing officer 
is a college degree in business, a 
college degree in liberal arts with 
heavy minor in business, or some 
equivalent to a degree. Also un- 
derlined in the list, but not re- 
quired, is supplemental education 
such as completion of seminars or 
courses in either public or indus- 
trial purchasing. Teaching such 
courses would also carry weight 
in certification selection. 

The advisory panel of six 
prominent purchasing men ad- 
ministers the oral exams, grades 
the written essays, screens the 
original applications, and desig- 
nates those who have successfully 
filled the requirements. Along 
with these powers, the group now 
can make exceptions for the 
educational requirements. How- 
ever, Hyka stressed that this deci- 
sion is only temporary. As the 
certification plan gains momen- 
tum, the waivers are expected to 
be dropped. “Only by strictly 


Reading Speed 
(Continued from page 16) 


sale or distribution to their em- 
ployees. 

At least 30 colleges and 
universities sponsor reading-im- 
provement courses. Among these 
are Reading Institute of New 
York University, Ohio State Uni- 


versity, Texas Christian Univer- | 


sity, Syracuse University, Univer- 
sity of Illinois, Columbia 


University, Stanford University, | 
University of lowa, Indiana Uni- | 
versity, University of Michigan, 


University of Minnesota, Har- 
vard University, University of 
Pennsylvania, and University of 
Southern California. 

An individual’s reading rate 
and comprehension can be in- 
creased by means of proper in- 
struction without the use of ma- 
chines. You can start your own 
self-improvement program by fol- 
lowing some _ simple practice 
methods developed by reading 
experts. These include phrase 
reading, pre-reading, variable 


speed reading, summarizing and | 


critical reading, and choice of 
proper environment. 


Because speed for speed’s sake | 


means little in reading unless ac- 
companied by added comprehen- 


sion, the first step toward in-| 


creased efficiency is to read 
phrases rather than single words. 
You can learn to develop an 
awareness of phrases by select- 
ing an article, taking a pencil and 
circling each phrase in it. 

After you are through, re-read 
it, training your eyes to pause or 
stop only at each phrase. With 
10 minutes of daily practice, you 


maintaining the requirements and 
standards will the certification 
maintain its value,” Hyka told 
the conference. 

The California purchasing 
group has set next January as the 
target for moving the certification 
program through its initial round. 
By then the first group of 109 
applicants will have completed a 
day-long refresher seminar, which 
was held on Oct. 7, a written test, 
which took place last week, and 


In order to get the certification 
system out of direct sponsorship 
by the CSMPA as soon as pos- 
sible (application is open to any 
qualified public P.A. regardless 
of membership in the California 
association), Hyka reported that 
a fee of $25 per application and 
an annual charge of $5 will be re- 
quired. Next step is to establish 
regulations for re-examination of 
unsuccessful applicants. At pres- 
ent the plan is to hold repeat tests 


an oral examination, which will| at six month intervals without 


be administered in November and 
December. 


| 


€ 


| 


will soon become adept at this | 


technique. 
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extra fee for those 


applying. 


payment 


your GAYLORD man is 


Professional Development Calendar 


Madison, Wis.: University of Wis- 
consin Management Institute— 
Fringe Functions of Purchasing, 
Nov. 2; Impact and Implications 
of Automation, Nov. 3. 

Los Angeles: Los Angeles Cham- 
ber of Commere—Business Com- 
munications Workshop, four ses- 
sions, starts Nov. 2. 

Cleveland: Materials Manage- 
ment Institute—Forecasting: The 
Key to Better Production and In- 
ventory Control, Hotel Pick-Carter, 
Nov. 7. Also given: Chicago, 
Hotel Sheraton-Chicago. Nov. 8; 
Boston, Hotel Kenmore, Nov. 14; 
New York, Hotel Belmont Plaza, 


Nov. 15; Philadelphia, 
Sheraton, Nov. 16. 


Hotel 


Madison, Wis.: University of Wis- 
consin Management Institute— 
Purch. Communications, Dec. 1. 


Banff, Alberta: Universities of Al- 
berta, British Columbia, Manitoba 
and Saskatchewan—Banff School 
of Advanced Management, Feb. 
5-March 17. 


Madison, Wis.: University of Wis- 
consin Management Institute— 
Purchasing Techniques Workshop, 
Feb. 19-23; Purchasing Policies 
and Ethics, April 5; Training and 
Development of Buyers, May 4. 


a corrugated connoisseur 


He has the knowledge and experience 
to give you sound advice about 

the type of corrugated or solid 

fibre board that bests suits your 
packaging situation. 


He probably can suggest several 
ready-made answers to the 

container question foremost in your 
mind right now. After you make 
your choice, Gaylord tailors your box 
from a practically unlimited 

range of board. 


Stop wondering if your packaging 
is practical. Call your nearby Gaylord 
Man now and find out! 


CROWN ZELLERBACH CORPORATION 


GAYLORD CONTAINER DIVISION 
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IN CANADA + CROWN ZELLERBACH 
CANADA, LTO. VANCOUVER, B.C. 


HEADQUARTERS. ST. LOUIS 
PLANTS COAST TO COAST 


ing department of Worden Spec-| purchasing and material-control 
ialty and Machine Co., Plym- functions of the laboratories. 


This Changing Purchasing Profession 


Dale C. Hergert, purchasing 
agent for aircraft and missiles— 
to director of material, Nash- 
ville Div., Avco Corp., Nashville, 
Tenn. 


A. W. Connar—to general 
purchasing agent, Bethlehem 


Steel Co., Bethlehem, Pa. He had 
been assistant to the vice-presi- 
dent in Bethlehem’s purchasing 
department. 


Howard Smith, former mana- 
ger of office services—appointed 
purchasing agent Carborundum 
Co., Niagara Falls, N.Y. He will 
be responsible for executive of- 
fice purchases and will have 
company-wide responsibility for 
the standardization and purchase 
of office supplies, office equip- 
ment, and printed materials. 


f 


A. W. Connar 


D. C. Hergert 


Robert W. Grubbs—named 
assistant director of purchases, 
National Tube Div., to succeed 
Joseph F. Byrne, who has been 
transferred to the Columbia- 
Geneva Div., U. S. Steel Corp., 
Pittsburgh. Grubbs had been 
buyer in the construction and 
materials services section of the 
purchasing department. 


Sherwood A. Richards—suc- 
ceeds the late M. W. Rand as 
purchasing agent, R. P. Scherer 
Corp., Detroit. Prior to this, 
Richards was with the purchas- 


outh, Mich. 


Py 


F. E. Heimann 


S. A. Richards 


Earl Goelzer—named an ad- 
visor covering tin plate procure- 
ment until his retirement at the 
end of the fiscal year for Stokely- 
Van Camp, Inc., Indianapolis. 
He will be succeeded as purchas- 
ing agent, packaging supplies, by 
Harry McClintic. 


Frank Bundy — joined the 
State of Maine Purchasing Dept. 
as buyer for hard goods. He was 
purchasing agent for Chicago 
Telephone Supply Corp., Elkhart, 

nd. 


Fred E. Heimann—to pur- 
chasing agent Electro-Physics | | d 


Laboratories of ACF Electronics, 
division of ACF Industries, Inc. 
He will be responsible for all 


Engene F. Swanson—assigned 
to the post of assistant director 
of purchases, Abbott Laborator- 
ies, He was 


North Chicago. 


formerly manager, chemical pur- 
chases. 


C. B. James—retired as pur- 
chasing agent after 31 years of 
service with the Chicago Trib- 
une, Chicago, and is succeeded 
by Paul H. Dean. 


WON'T GURL 


T. O. Moorse promoted 
from purchasing agent to vice- 
president, purchasing, and Jack 
McCraight was promoted from 
purchasing agent to general pur- 
chasing agent, William Neilson, 
Ltd., Toronto. 


Harry F. Berkdoll,—named 
sales manager of nonautomotive 
products, Radiator Div., General 
Motors Corp., Buffalo, N.Y. He 
had been director of purchases. 


George H. McCord—to the 
newly created post of assistant 
general purchasing agent, Indus- 
trial Chemicals Div., Pennsalt 
Chemical Co., Portland, Ore. 


James A. Dawes—to buyer in 


the plant purchasing dept., 
Chemstrand Corp., Decatur, 
Ala. He had been senior clerk 


in the office services dept. at 
Chemstrand. 


Obituaries 


Frederick H. Nordsieck, 68, 
retired purchasing agent, E. I. 
Du Pont de Nemours & Co., 
Toledo. 


= = See Roy Taylor Blanchard, 67, 
re * ne Sade purchasing agent and traffic 
Pe m4 t . KE) ve eee aa eae manager, Public Service Co. of 
ye ® Ay, {/ He de Colorado, died Sept. 23. 
ahhh LL 
ya wots e ee John Robert Walsh, 70, re- 


tired director of purchases, White 
Sewing Machine Co., Cleveland, 
died Sept 26. 


— > RA i 
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Aluminium, Ltd., Acquires 
New Foundry in Germany 


Montreal— Aluminium,  Ltd., 
revealed that its wholly owned 


WILL GIVE YOU SHARPER, CLEARER COPIES 


ROYAL’S ROYTYPE®, PARK LANE® CARBONPAPER is longer lasting—strengthened 


with tough vinyl plastic. Its ink contains pure carnauba wax to prevent smudge. The subsidiary, Aluminiumwerke 

a Nuernberg, G.m.b.H., has ac- 

best raw materials go into Park Lane, the best carbon copies come out “no matter aed te Uauan wads, ¢ 

what machine you use. Each box clearly labeled for quantity and quality. = Park modern aluminum foundry in 
ae ae West Germany near Bremen. 

Lane maintains the same high standard of all Roytype products—and there are The plant, purchased from 


thousands to fit every office need. = Call your nearby 
Royal representative for advice on ribbons, carbons, sten- 
cils or any other office material. He can help you select 
just what you need. Royal McBee Corporation. 


QYAL 


SPECIALISTS IN BUSINESS MACHINES 
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Carl F. W. Borgware, G.m.b.H., 
is equipped to reduce aluminum 
sand castings, permanent mold 
castings, and die casting. Alumi- 
nium said the acquisition, to- 
gether with an expansion pro- 
gram at the Nuernberg foundry 
and piston factory, will more 
than double the company’s alu- 
minum casting capacity in Ger- 
‘many to about 10,000 tons/yr. 
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Dallas—The successful pur- 
chasing agent of the future must 
have broader training and more 
education than today’s P.A., 
speakers emphasized at _ the 
NAPA Dist. 2 Purchasing Con- 
ference here. 

Rapid developments in science 
and technology will plunge to- 
morrow’s P.A. into new fields 
such as research and development 
and data processing “where he 
now just has his foot in the wa- 


ter,” Russell T. Stark, Sr., Bur-| 


roughs Corp., told the group. 
Stark, NAPA president, said 


Need for Pro-D Stressed at Dist. 2 Conference 


\organization, and who will be 
}able to increase the effectiveness 
of this organization.” 

| Paisley Boney, J. P. Stevens & 
Co., Inc., past president of the 
'NAPA and now its public rela- 
tions chairman, summarized the 
|steps taken on the national level 
|to improve public relations. “We 
are reaching out to get profes- 
sional assistance from the heads 
of public relations departments of 
large companies. We have deter- 
mined who our public is: first is 
management; second is the busi- 
ness press.” 


that as purchasing becomes more 
and more a part of the manage-| 
ment team, the P.A.’s main chal- 
lenge will be his potential con- 
tribution to corporate earnings. 
One of the most significant 


AWARD WINNER: R. C. Fast, Pan- 
American Petroleum Corp., re- 
ceived the Dist. 2 annual Cos- 
grove Award as the year’s 
outstanding purchasing agent. 


ways in which the purchasing| 
agent can help his company’s | 
profit picture, Stark pointed out, 
is to utilize vendor research and | 
development. “With good vendor 
selection and good vendor rela- | 
tions,” Stark said, “the purchas- | 
ing agent can cut his own manu- 
facturing and R&D costs without 
sacrificing product quality.” 

Other big challenges facing 
P.A.’s, Stark said, are improv-| 
ment of mutual respect between | 
purchasing and engineering, deci- | 
sions on make or buy, and mate- | 
rials management. 

J. Erik Jonsson, chairman of 
the board, Texas Instruments, | 
Inc., and a former president of 
the Dallas Assn., also stressed 
education. “It is no longer good | 
enough to go to school and get an 
education of the type we used to 
know,” he said. “We live in a 
whole new world. The man with | 
two or more college degrees is no | 
better off today, competitively | 
speaking, than was the man with) 
one degree 25 years ago.” 

You have set high standards, 
Jonsson told P.A.’s, but you will 
have to raise them even higher | 
tomorrow. He said the manager 
of the future will be a man who is | 
highly educated, “who has related | 
himself to the over-all goals of his | 


New GE Navy Units 


Syracuse, N.Y.—Six new busi- | 
ness organizations have been| 
formed in the Navy programs 
section of General Electric’s| 
heavy military electronics de- 
partment. 

They are sales organizations | 
for radar products, sonar prod-| 
ucts, advanced development and | 
communications; a contracts or- | 
ganization; a product planning | 
organization; and a group for | 
liaison with the Navy in the New 
London, Conn., area. | 
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Another important public rela- 
tions goal of the NAPA, Boney 
reported, is to encourage the 
setting up of district and local 
speakers bureaus, such as the 
national organization has to ad- 
dress groups outside of the asso- 
ciation. 

Two concurrent two-hour 
workshops were held. These were 
repeated in the afternoon so each 
person could attend both ses- 
sions. A record attendance of 
805 buyers registered for the con- 
ference. Next year’s conference 
will be held in Oklahoma City. 
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i =f _ 
CONFERENCE WORKSHOP: Donald Lacey, Standard Mfg. Co., takes 
turn at microphone during discussion of VA and Pro-D. A concurrent 
public relations session also was held for Dist. 2 purchasing agents. 


KEYSTONE 
WIRE SPEEDS 
METAL 
BUILDING 
ERECTION 


Great Lakes Screw Corp. 
cold heads Poz-i-seal °, 


the moisture sealing fastener 


Used in the construction of industrial fabricated metal 
buildings is Poz-i-seal, a sheet metal fastener developed 
at Great Lakes Screw Corp., Chicago, Ill. It has an 
indented hex head with Type A point and a hardened 
steel swivel dome washer, plus rubber seal. Designed to 
speed building erection, it provides positive seal even 
when driven at extreme angles. 

For this special fastener Great Lakes specifies 
Keystone’s C-1018 Direct Drawn Wire made under 
closely controlled manufacturing procedures — from 
open hearth furnace to finished wire. 

J. R. Kruizenga, Vice President in Charge of Sales, 
says, “Keystone Wire flowability and uniform quality 
keep our high-speed heading machines operating with- 
out trouble or delay. Keystone Steel & Wire Company 
dependable wire deliveries help us maintain an efficient 
stock control and continuous operation. Keystone serv- 
ice always has been excellent.” 

When you need a solution to a wire forming prob- 
lem, let the Metallurgists at Keystone help you develop 
a wire to meet your most exacting specifications. 


Keystone Steel & Wire Company, Peoria, Illinois 


KEYS TON E 


WIRE FOR INDUSTRY 
MADE AT PEORIA, ILLINOIS, U.S.A. 
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Chicago Perspective 


Profits in Bulk Purchases 
Of Industrial Chemicals 


By Eric Aiken 


P/W Correspondent 


n increasing number of Midwest chemical buyers are paying close attention 
to the newest pitch of supplier salesmen—bulk deliveries. 
particularly new about bulk deliveries. Several industries—notably cement and 
feed—have been in the business for years. It’s only been within the last three 
years, however, that there has been a maturing of bulk technology to the chemical 
process industries. Suppliers are moving steadily to exploit the trend. 
In the highly competitive chemicals market, the slightest difference in delivery 
cost or customer service can be the deciding factor in winning a buyer. 


To date, bulk deliveries have been more common in the organic liquid seg- 
ment of the chemical processing industry, but the consensus within the industry 


is that the big gains of the future will be in the area of inorganic dry solids. 
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“RIGHTe 
SOUTHERN SCREW’S 
GOT ’EM IN STOCK!” 
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Won 


What Ft. Knox is to gold, Southern Screw 
Southern’s Statesville stock 
carries over 1,500,000,000 pieces of 
100% USA-made quality fasteners. Ware- 
houses in New York, Chicago, Dallas and 


is to fasteners. 


Los Angeles, plus a nation-wide network 


Ansul extinguishers are 8 
of wide-awake Southern distributors, means : 


that you can use the local source for perennial favorites with 


Southern fasteners as your stockroom. America’s largest com- 


Now’s the time to make Southern fasteners panies and most knowl- 


an economy factor in faster assembly and 


edgeable fire protection & 
Contact 1 


a quality factor in your products. . 
stage th! seg ' experts. There’s a reason: 

your Southern supplier, or write or wire 

Stock List. Address: 


P. O. Box 1360, 


now for current they last longer, cost far 


Southern Screw Co., 
Statesville, N. C. 


less to maintain...and 
pound for pound, dollar 
cs for dollar they put out 


more fire. 


ed and app 


Machine Screws & Nuts * Types A, A N > u bt s . 
B, C, & F Tapping Screws * Stove ee ee es 2 
Bolts * Drive Screws * Hanger Bolts peti heady aT 3 
* Wood Screws * Carriage Bolts 
* Continuous Threaded Studs ° 
Speaker Screws 


COMPANY 


STATESVMAE + NORTH CAROLINA 


There’s nothing | 


| floor space needed for bag or drum stacking. Bulk also reduces the 


| faster than truckloads of drums. 


| technology in the chemical processing industries. 
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Solid suppliers deal in large tonnages of comparatively low-priced products, 
and any competitive advantage is worth its weight in gold. The biggest hurdle 
facing the supplier salesman is convincing his small-volume customer to convert 
from unit-package lots (bags, drums, small containers, etc.) to bulk. Bigger 
customers are generally quick to see the advantage, but smaller firms often hesi- 
tate to make the investment in new storage facilities, which can run high. 

Some manufacturers work closely on conversions to bulk. For instance: Butler 
Manufacturing Co. of Kansas City has put many smaller companies in bulk 
with its line of Bulk-O-Matic storage bins; Monsanto’s Inorganic Chemical Divi- 
sion will coordinate and oversee every detail of a customer’s conversion. 

Four major customer benefits of bulk conversion are: 


@ Cost—Shorter unloading times and reduced frequency of order filling enable 
suppliers to discount bulk shipments. For example, phosphates have been selling 
for $11/ton less in bulk than in small lots. Soda ash is $6/ton cheaper in bulk 
than in small lots. 

@Storage and Handling—Bulk materials require as little as 20% of the 
number 
of workers needed for manual handling of drums and bags. 

® Faster Delivery—Most suppliers contend they can deliver truckloads in bulk 
The argument is also effective for rail delivery 
because of the quicker loading and unloading cycles. 

© Product Quality—Supplicrs, especially plastics marketers, stress the import- 
ance of protection of product cleanliness, uniformity, and quality in bulk ship- 
ment. Maintenance of preferred moisture content is also talked up. 

Suppliers complain that the trucking industry has been slow to promote bulk 
Fruehauf and Butler, as well 
as other manufacturers, have developed trailers to fit the needs of dry bulk 
chemical haulers, but the common carriers have been slow to utilize them. Some 
suppliers, like } National Lead, fill the breach by operating their own fleets. 

The railroads suffer from no such diffidence. Three Chicago-based com- 
panies—Union Tank Car, General American Transportation (GATX), and the 
Pullman-Standard Division of Pullman, Inc.—are moving ahead in the solid field 
with dry bulk cars. 

Barge terminal operators also are getting into the act. GATX is reported 
ready to build a terminal for dry chemical products while Union Tank is well 
along on its Calumet City bulk terminal facility just south of Chicago’s busy 
harbor. A “substantial portion” of the bulk storage facilities will be devoted to 
dry bulk chemicals. 

The bulk situation in liquids is polarized. Many products need to be shipped 
in small quantities and do not lend themselves to bulk deliveries. At the other 
extreme, bulk shipment of large-haul materials like ammonia, alcohol, or liquefied 
petroleum gases can be self-defeating. 

New “super jumbo” (more than 18,000-gal. capacity) tank cars have been made 
available by all three major rail tank car builders. Union Tank and ACF all have 
30,000-gal. tank cars. 

These cars represent the first significant competition for pipeline operations, 
but they also have limitations. High-volume industrial chemicals such as acids, 
fertilizer solutions, and other inorganics and heavy organics cannot be moved 
in them. The jumbos, if fully loaded with these dense products, would weigh 
so much as to cause severe track damage. Because of track limitations, the super 
jumbos can only handle up to 140,000 Ib. This works out to 4.7 lb./gal. if a 
full 30,000-gal. cargo is loaded. Ammonia cargoes will have to be limited 

0 25,000 gal. since ammonia weighs 5 lb./gal. And such a car can be filled to 
only slightly more than half capacity with water, which weighs 8.3lb./gal. 

The future for the jumbos seems to lie in intra-company shipments or in 
extremely large bulk customers. So far, reception has been good. GATX already 
has orders for 85 jumbos. 
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g Ss 
single-carrier 
service 

means a lot 

to the 

Purchasing Agent 
who wears two hats! 


When you want materials, parts or merchan- 
dise delivered on time and in good condition, 
let D-C doit! Coast-to-coast, direct, one-carrier 
service is exclusive with Denver Chicago. You 
and your company profit by one-carrier con- 
trol, one-carrier handling that saves up to 20% 
running time. Next time, be sure. Specify "SHIP 
VIA D-C”...the Dependable Carrier! 


\ 


You'll find us 
in the 
YELLOW PAGES | 


the ONLY direct coast-to-coast carrier 
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DENVER CHICAGO TRUCKING CO., INC. 


Washington—Identical bidding | 
will be the major topic at the 
annual meeting of the National 
Assn. of State Purchasing Offi- 
cials to be held in Wagoner, 
Okla., Oct. 24-27. | 

Discussion is expected to cen- 
ter around a report by C. L. 
Magnuson, supervisor of pur- 
chases, State of Connecticut, who | 
heads the group’s committee on | 
Competition in Governmental | 
Purchasing. 

Magnuson’s unit has been| 
working since last spring with| 
representatives of the Justice | 
Dept. and the National Institute 
of Governmental Purchasing to 
create a “clearing house” for ex- 
changing information on identical 
bids. It is reported that the three 
groups have developed a stand- 
ard form which states and local 
governmental agencies can use 
for reporting suspicious bids to 
the federal government. The Jus- 
tice Dept. is believed anxious to 
get the new system into operation 
as soon as possible. 

Other committee reports at the 
four-day meeting will deal with 
standardization of specifications, 
approved products, in-state pref- 
erence and price comparison. 


Mass. Reports Success 
In Slowing Grass Growth 


Boston—Use of chemicals to 
retard the growth of grass has re- 
duced the number of mowings 
from 11 to 4 a year, on test areas 
along highways, according to the 
Highway Maintenance Div. of the 
Massachusetts Public Works 
Dept. 

During the past year the state 
has been applying chemical in- 
hibitors to selected areas with a 
spray rig invented by Joseph L. 
Beasely, of Arlington, Mass., 
who is in charge of maintaining 
16,000 acres of roadside along 
2,400 miles of state highway. 

Beasely said on the basis of the 
tests, “It is expected that in the 
foreseeable future, the combina- 
tion of proper planting and 
mulching, weed control, soil 
sterilant, mowing by contract, 
and use of an inhibitor will result 
in a saving of $100,000 per sea- 
son in mowing costs.” 


N.C. Employs Prisoners | 
To Recondition Used Cars| 


Raleigh, N. C.—The State of 
North Carolina is going into the | 
used car business—with peteen| 
labor. 

Previously, surplus state cars| 
were sold to the highest bidder by | 
the State Surplus Property Office. | 
But the state decided it could 
make more money by recondi- | 
tioning the vehicles, using prison | 
labor, sprucing them up and set- | 
ting them out on the lot—at a| 
price set by the state. 

Purchase and Contract Div. | 
Director Bill White says the state 
expects considerable savings un-| 
der the new plan. 


Co-ops File Damage Suits | 


Columbus, Ohio—Eleven ru-| 
ral electric cooperatives and a 
utility company have filed suits 
for damages against 22 electrical 
manufacturing concerns convict- 
ed on price fixing charges in 
Philadelphia earlier this year. 


Assn. of State Purchasing Officials 
To Air Problem of Identical Bids 


Highlighting the conference 
| will be talks by L. D. Miles, man- 
ager of value services, General 
Electric Co., on “Practical Use of 
Value Analysis in State Purchas- 
ing,” William E. Stevenson, com- 
missioner of administration, State 
of Minnesota, on “The Place of 
Purchasing in State Govern- 
ment,” and Leonard Weiss, direc- 
| tor, Office of International Trade, 
State Dept., on “The Relation of 


| Foreign Trade to State Purchas- 


ing Policy.” 


SOUTHEASTERN MASS. P.A.’S: 
New officers are: (first row, I-r) 
Joseph Desjardins, Aerovox 
Corp., dir.; James A. McCarthy, 
Atlas Tack Corp., pres.; Edmund 
V. Hickey, Aerovox Corp., v.p.; 
(back row) John M. Taylor, Haveg 
Industries, Inc., sec.; T. E. How- 
arth, Elbe File & Binder Co., dir. 
of programs; Daniel J. O'Connor, 
Globe Mfg. Co., dir. of meetings; 
Vincent J. Robidoux, Winthrop 
Atkins Co., treas.; and Mark W. 
Knowlton, Jr., John |. Paulding, 
inc., dir. of publicity. 


IMPROVE YOUR 
CUT-OFF JOBS... 


USE THE RIGHT 


BARNES Power Hacksaw BLADE 


Barnes produces four distinctly different Power Hacksaw Blades. . 
one of these famous Barnes blades is “best” for your particular job. 


Welded 
BARNES-WELD 
Edge 


BARNES-WELD 


Each blade is made to rigid, high quality standards from selected steels for maximum on-the-job 


performance. 


Call your Barnes Distributor today for immediate savings! He and the Barnes Sales Engineer 
have the experience and training to help you select the right blade for best cutting efficiency. 


While these trained men are in your plant, have them check your hand blade and hole saw 
requirements! The right Barnes hand blade and hole saw will give you important savings, too! 


BARNES co., 
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ROCKET 


sEAV ICE 


Pe Mo/ybdenum 


BARNES DETROIT 
usa 
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RED ARROW 


INC. 


1297 TERMINAL AVENUE 


BAND SAW BLADES ° 


DETROIT 14, MICHIGAN 


HACKSAW BLADES ° 


HOLE SAWS 
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front of Dodd Hall, Aca 


HOW P.A.S LEARN PROFIT CENTER PURCH 


week at the American Management Assn. Academy, nestled in the quiet of 

the Adirondack Mountains at Saranac Lake, N. Y., seems remote from the 
high-pressure job of the P.A. today. But two weeks ago, 17 purchasing managers 
found that the monastic seclusion on the 90-acre woodland estate was just the 
atmosphere to clear their minds for deep probing into the new responsibilities they 
have for bringing in profits. 

Sylvan quiet, bracing mountain air, and isolation from a jangling telephone 
allowed the P.A.’s to concentrate on their role as profit managers. And the 
Academy didn’t remind the students of college with dusty blackboards and dull 
lectures. AMA’s management campus is equipped with the latest audio-visual 
aids and discussion rooms. Even the four-man cottages where the students live have 
pleasant commons rooms that stimulate after-class shop talk around a roaring fire. 

The course showed them how to use purchasing management’s newest technique, 
the idea that the department can be organized, operated, and rated on its ability 
to produce profits. Called the “Profit Center Concept,” it takes advantage of new 
budgeting, forward planning, and performance evaluation methods that can be 
used in companies of all sizes and industries. 


demy’s dining ro 


om and lounge, PRE-CLASS POINT: J. T. Long, E. D. Jones Corp., Pittsfield, Mass., 
typifies relaxed, shirtsleeve atmosphere of school. Dodd overlooks picturesque Adirondack Mountains. and roommate, J. J. Moore, Boston & Main RR, pause on steps. 


Presentations by managers from successful users of the profit center technique, 
such as American Airlines, IBM, and Singer Mfg. Corp., gave the P.A.-students 
meat for discussions in which they traded ideas on the way it might be used in 
their own companies. Methods, procedures, and training for running a profit- 
making purchasing department were the subjects of panel discussions, and individual 
reports at the week-long conference. 

And for practical application, there was the AMA Materials Management Game, 
played on a computer. This simulation exercise compressed a year’s worth of mate- 
rials, inventory, and production decisions into two hours, forcing the participants 
to organize their teams for quick thinking, and sound forward planning. 

Students came from companies ranging in size from American Cyanamid (Alex 
Silkon, assistant general P.A.), New York City, to Johnson Bronze Co., New 
Castle, Pa. (Donald R. Haben, P.A.), and in industry from J. C. Penney Co. 
(C. Seldon Tyre, Purchasing Div. manager) to the Boston & Maine Railroad (John 
J. Moore, buyer). Some had years of experience, such as J. G. Swanson, manager 
of purchases at Clark Equipment Co., Buchanan, Mich. Others were newcomers 
to the field, like W. C. Brooks, recently appointed an American Airlines purchas- 


2? FIGURES, CHARTS AND GRAPHS help 
* team headed by W. C. Meyer, Crucible 
Steel Co., (r) with W. C. Brooks, American 
Airlines, (1) and D. H, Pyfer, Montana Power Co. 


1 PURCHASING GAME begins as each team designs organization to make decisions on basis of figures sup- 6 UNEXPECTED STRIKE snarls carefully laid 


plied by computer. Here J. J. Moore, Alex Silkon, American Cyanamid, J. G. Swanson, Clark Eqpt. Co., and 


plans and puts premium on quick deci- 


R. O. Bridge, Crucible Steel Co. developed strategy based two products, two plants, decentralization, and profit sions, as Tyre and team switch to making prod- 
center management, as posted on wall. Other two teams played in separate rooms, using different strategies. uct that doesn’t need strike-interrupted supplies 


LEARNING LABORATORY: AMA Academy classroom equipped with latest visual aids, helps George Harris, di- 
rector of purchasing and stores, American Airlines, Tulsa, describe his company’s organization for purchasing. 


IDEA TRADING: H. J. Maubert, A. D. Little, Inc., and 
J. T. Long (I-r facing camera) talk shop while dining. 


ASING AT AMAS MANAGEMENT ACADEMY 


ing analyst. But all were able to make an important contribution to the discussion. 

Most participants arrived via an AMA chartered plane on Sunday, taking advan- 
tage of the flight to get to know each other and trade purchasing experiences. 
Friendship and productive bull-sessions sprang up immediately, according to semi- 
nar co-chairmen Robert A. Gobel, V. P.-purchasing and stores, American Airlines, 
and Charles F. Senkier, manager of procurement, IBM, Rochester, Minn. “This 
group buckled down right away. It’s one of the best we’ve had,” said Senkier. 

Monday, like all days at the Academy, began at 7:45 a.m. with a breakfast 
big enough to satisfy a lumberjack. The first day’s classes focused on outlining 
the profit center concept. Gobel and Mark A. Richards, manager of purchasing 
planning and research at Ford, described how it works at their companies. 

Then the class split up for discussion of negotiation, a key technique for pur- 
chasing profit-making. Each group appointed a spokesman who reported on their 
conclusions. However, the discussion carried over to the dinner table, and after- 
ward in the recreation room and cottages. 

The next two days were devoted to organizing the purchasing department under 
the profit center concept, setting profit goals, and developing procedures to report 


3 FIRST MONTH’S RESULTS are anxiously 
e reviewed by Swanson and teammates as 
computer figures effect of their decisions on 
inventory stocks, production, sales and profits. 


a te ‘. 
TENSE MOMENT comes for Long as latest 
* computer report shows decision error has 
stopped output of plant in face of rising de- 
mand, thus losing sales, production, and profits. 


RECALCULATIONS send Pyfer and T. F. 

e Griffin, Worthington Corp., to adding 
machine to figure effects of new inventory and 
sales results on their initial decisions and plans. 


6 EXECUTIVE SHAKE-UP hits Meyer's team, 
e then leading in profits, as AMA‘’s Farmer 
transfers key men to groups that have bogged 
down in losses and need new management. 


performance. Colby Ward and Charles Carpenter of Singer Mfg. Co. outlined 
their approach, and IBM’s Senkier described his plant’s vendor quality, price, 
and delivery rating system. Frank Plumley, director of purchasing at Olin 
Mathieson Chemical Corp., analyzed management systems and procedures. Henry 
J. Maubert, purchasing specialist at Arthur D. Little, Inc., Cambridge, Mass. 
(management and material consultants), gave his experiences in negotiating. 

The simulation exercise on Thursday served as practice ground for some of 
the new concepts the P.A.’s had learned. Friday was devoted to a simulation 
critique and over-all review. 

The Academy provides unique facilities for professional management training. 
Originally a private hospital, its main buildings have been extensively remodeled 
into classrooms and discussion centers. The latest in audio-visual equipment aid 
the session chairmen, working managers who contribute their time to AMA. 

However, Samuel C. Farmer, AMA Purchasing Div. director, points out that 
the real learning comes from the students themselves, questioning, exchanging 
ideas, developing each other’s thinking. The whole Academy life, from class 
schedules to dining room seat, focuses on mutual development. 


se 
5 INVENTORY SHORTAGE creates stock-out 
¢ crisis for team of Ray Brown, Ontario 


AS, 


JUBILANT TEAM rejoices as new blood, 


board outside the Academy’s computer room. 


Paper Co., C. S. Tyre, J. C. Penney Co., and 
J. V. Lawlor, Polymer Corp., Ltd., huddled here. 


e better organization, planning turn $60,- 
000 loss to $40,000 profit as charted on score- 


FIRST LISTING 


Purchasing Agents Association of Lovis- 
ville—12th Annual Buyer-Seller Dinner, Flag 
Room, Kentucky Hotel, Louisville, Ky., Oct. 31. 


PREVIOUSLY LISTED 
OCTOBER 


Trade Fair—State of North Carolina, 
Charlotte Coliseum-Merchandise Mart, Char- 
lotte, Oct. 12-21. 


4th Annual Petroleum Industry Purchasing 
Management Seminar—Purchasing Agents 
Assn. of Tulsa, Western Hills Lodge, Lake 
Gibson, Tulsa, Okla., Oct. 18-20. 


17th National Conference on Industrial 
Hydraulics—Sherman Hotel, Chicago, Oct. 
19-20. 


Fleet Maintenance Exposition—-New York 
Coliseum, Oct. 23-26. 


NAPA, District 9—Purchasing Conference, 
Hotel Bradford, Boston, Mass., Oct. 24-25. 


National Association of State Purchasing 
Officials—16th Annual Meeting, Western 
Hills Lodge, Sequoyah State Park, Wagoner, 
Okla., Oct. 24-27. 


Computer Application Symposium—Mor- 
rison Hotel, Chicago. Oct. 25-26. 


NAPA, District 8—Purchasing Conference, 
Essex House Hotel, Newark, N. J., Oct. 25-27. 


National Metals Trades Association Con- 
vention—Hotel Commodore, New York City, 
Oct. 29-Nov. 1. 

48th National Foreign Trade Convention— 
Waldorf Astoria Hotel, N. Y. City, Oct. 30- 
| Nov. 1. 


| NOVEMBER 


| 
| 


Toledo Association—Civic Auditorium, To- 
|ledo, Nov. 1-3. 


| 


Meetings You May Want to Attend| In the World of Sales 


Arthur S. Boehm—to the newly created 
pust of sales manager, Industrial-Auto- 
motive Div., Black & Decker, Towson, 
Md. 


Joseph C. Loeb, Jr.—to branch and 
area sales and service manager, Ameri- 
can Floor Machine Co., Indianapolis. 


Leroy E. Durkin—to sales manager, 
Eastern Div., IMCO Container Co., Div. 
of Rexall Drug & Chemical Co., Los 
Angeles. 


William H. Kough—to sales manager, 
Studebaker-Packard Corp., Los Angeles. 
He will supervise and develop sales and | 
assist dealers in Southern California, 
Arizona, New Mexico, and Nevada. 


Daniel E. Lucas—to eastern regional 
sales-service manager, Industrial Div.,| 
Corn Products Sales Co., New York City. 


Gene L. Bego—to general sales mana- 
ger, B. F. Goodrich Industrial Products 
Co., division of B. F. Goodrich Co., 
Akron, Ohio. 


Lester N. Dukelow—to assistant mana- 
ger of sales, Tin Plate Div., and Frank E. 
Gault—to assistant manager of sales, 
Pipe Div., Republic Steel Corp., Cleve- 
land, 


Charles A. Kapp—to sales manager, 
Pacific region, and S. G. Brock—to as- 
sistant sales manager, Central region, 
Pfizer Laboratories Div. of Charles Pfizer 


|& Co., New York City. 


William McAteer—to the new post of 
distributor sales manager, Relay Div., 
Allied Control Co., Inc., New York City. 


Bryant G. Ross—to field sales mana- 
ger, and Paul J. Schwert—to product 
sales manager, Pennsalt Chemicals Corp., 
Philadelphia. 
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n price alone! 


THERE’S an old saying that explains the 
nationwide popularity of Borroughs Steel 
Shelving. That old saying is, “It’s not 
what you pay for what you get— it’s what 
you get for what you pay, that counts”. 
It’s a well established fact that in Bor- 
roughs Steel Shelving you get MORE all- 
’round value for your shelving dollars. 
You get rigid, rugged construction with 
Borroughs’ specially formed posts. You 
get fast assembly without using any 
special tools. You get finger-tip shelf 
adjustability without nuts or bolts. You 
get completeness in assembly that makes 
each unit independent of any other. Yes, 
you get all these features—and more— 
at a price you’d expect to pay for ordi- 
nary shelving. So don’t take less than the 
finest in the steel shelving you order next. 
Make it Borroughs! 


this feature alone 
should swing you 
to Borroughs! 


Teal 
Biain 
| insert 4 shelf support 
}} i brackets with finger-tip 
a J ease — no fumbling with 
tes 7 T° studs, bolts, nuts or lock 
. washers, 


Tilt shelf into 
support brackets 
with the greatest of 
ease—shelf is ready 
for loading. 


send for catalog 


Represented in Sweet’s Catalog, 
Plant Engineering File 4G BO 


BORROUGHS MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUB 


DIARY OF THE AMERICAN METAL PR 


MPANY 


3080 NORTH BURDICK ST amp KALAMAZOO, MICHIGAN 
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have you met 


GRIPCO 


GUS ?... 


If not, there are three reasons why meeting him could prove 
particularly profitable: (1) he’s an expert fastener engineer 
with a penchant for solving problems; (2) he has 56 years’ 
worth of fastener tricks up his sleeve; (3) his services are 
free and readily available right in your own backyard. 


There are more than two score of “GRIPCO* GUSes” serv- 
ing friends and customers of the Grip Nut Company coast 
to coast. These are not just “nut hawkers.” Each and every 
one is a trained technician first and a salesman second. As 
our only representatives, you can be sure they are hand- 
picked, heavily-trained, and fully equipped to serve your 
fastener needs with deference and dispatch. 


You'll find your GRIPCO GUS listed (in the yellow pages) 
under Bolts & Nuts as the GRIPCO representative. 


GUS’ GANG: Toplock and Centerlock Nuts, Open and 
Closed End Cap Nuts, Clinch Nuts, Pilot-Projection Weld 
Nuts, Countersunk Weld Nuts, Tab Weld Nuts, Flange 
Nuts, Hex-Finished and Heavy Nuts, Washer Nuts, Self 
Piercing Clinch Nuts. Specials of every description, 20- 
page Catalog on request (see GUS). 


*GRIPCO is a registered trademark of Grip Nut Co. 


RP 


3984 


Subsidiary of Heli-Coil Corporation, 
NUT COMPANY Danbury, Conn. 


11190 Maple Ave. © South Whitley, Ind.* Phone: South Whitley 723-5111 
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New York — A brisk fall|printcloth grades, according to| 
pickup in demand, combined | the experts. These tags have| 
with abnormally low mill inven- | started to firm recently, but are | 
tories, is strengthening textile |still some 4% below year-ago) 
prices and pushing output to- | levels. 
ward new record highs. The one big worry facing most 

Over-all textile prices had | mill owners is persistent import 
been relatively depressed, with|competition. While shipments 
current levels still 5% below | from Japan have been tempo-| 
early 1960 (see chart). But firm-|rarily stabilized, producers are | 
ing already is evident in such key | NOt too satisfied with the 1962) 
areas as rayon staple, industrial | outlook. 
cotton gray goods, and finished| The latest agreement with Ja- 
apparel cloth, and most observ. | panese textile industry for 1962 


Textile Prices Firming as Demand Picks Up 


bd 
panese cotton products into the fer 


country in the next year—7%- [7 e 
8% above the 1961 level. 100 . 
Another aggravating factor on or 


the international front is the sale [© 
of cut-rate U. S. cotton to for- | 95 
eign mills. Today, for example, [7 
Uncle Sam’s subsidies allow over- 
seas producers to get raw cotton 
some 8'2¢/lb. cheaper than 
their domestic counterparts. 
This is a 242¢/lb. greater dif- 
ferential than prevailed earlier 
this year. And it’s just too big [= 
a cost advantage to overcome, [9 = 


ers see even more price strength |1s particularly irksome. It will 
over the next few months. 


Here’s how prospects shape up | 


in specific textile areas: 


@ Industrial cotton goods: “Il 
think it’s inevitable that prices of 
industrial cottons will continue 
to rise,” said a spokesman for one 
of the nation’s largest producers. 

This concise reflection of gen- 

eral industry opinion holds for 

both heavy constructions, where 

numbered cotton ducks were re- 
cently upped an average of 3¢/- 
Ib., and for light constructions, 
where bellwether cotton drill 
tags have risen 10% over the 
past two months. 

Mills give higher raw cotton 
prices (they’ve gone up some 
10% since February) as the first 
reason for this tag strength. But 
they admit that without strong 
demand surge they couldn’t pass 
this cost increase on. 

“Most mills are sold out for 


the rest of the year,” observed | + 


an industry analyst. “Inventor- 


ies were depleted around mid- | 


year, and with the general econ- 
omic pickup, many rubberizers, 
vinyl coaters, abrasives, uphol- 
stery and luggage manufacturers 
are building up their stocks in 
a rising price market.” 


@Synthetic industrial textiles 
—Demand is strong in this area 
also, but except for industrial 
rayons, prices are generally 
stable. And with the seasonal 
sales peak just over, no tag in- 
creases are anticipated for most 
items, such as coated nylon cov- 
erings, filter fabrics and spec- 
ialty synthetics. 

“Synthetic fiber prices have 
softened with the recent cuts in 
acrylic,” said Robert Huntoon, 
sales manager of industrial syn- 
i thetics for Wellington Sears, “‘so 
\ we haven’t had the cost pressures 
that the cottons have. Also we 
didn’t get as depressed as the cot- 
tons so our pickup has been more 
normal.” 

But industrial rayons are ex- 
periencing the same pattern as 
industrial cottons with which 


Sales have been booming in auto 
seat covers, luggage liners, cheap 
rubberized applications, and 


firming and are expected to con- 
tinue upward. 

“We usually carry surplus in- 
dustrial rayon stocks, but have 
gotten rid of them,” said one big 
company official. “We’ve even 
had inquiries from purchasers of 
apparel rayon.” 


@Consumer textiles: Price 
prospects for cottons and wool- 
ens are also bullish. Increases 
already have been registered in 
cotton yarns, sheets, pillowcases, 
and towels. 

Higher raw material costs, in- 
creased mill backlogs, and de- 
clining inventories will definitely 
push prices up for the bellwether 
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they compete to some extent. | 


household usage. Tags have been | 


allow 275-million sq. yd. of Ja- 


say American mills. 
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Dropping point test shows how greases react to heat. Beaker fluid has been heated to 390°F. All greases tested except 


Darina (second tube from left) have passed from solid to liquid state. 


BULLETIN: 


Shell reveals the remarkable new 
component in Darina Grease that helps it save 
up to 35% on grease and labor costs 


Darina” Grease is made with Microgel*, the new thickening 
agent developed by Shell Research. 


Darina lubricates effectively at temperatures 100° hotter 
than most conventional soap base greases can withstand. 


Read how this new multi-purpose industrial grease can help 
solve your lubricating problems and even save you up to 35°; 


on grease and labor costs. 


HERE Is no soap in Darina Grease. 
No soap to melt away —W ash away 
—or dissolve away. 

Instead of soap, Darina uses Micro- 
gel—a grease component developed 
by Shell Research. 

What Microgel does 
Because of Microgel, Darina has no 
melting point. It won't run out of gears 
or bearings. 

Compared with most conventional 
soap-base greases, Darina provides 
significantly greater protection under 
adverse service conditions. 


Mix water into Darina and the 
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grease does not soften. It shrugs off 


water —won't emulsify. 


Resists heat 


Darina will withstand operating tem 
peratures 100° hotter than most con- 
ventional multi-purpose greases. It 
cuts leakage and reduces the need for 
special high-temperature greases. 

Also, Darina resists slumping, thus 
forming a more effective seal against 
foreign matter. 


Saves money 


Shell Darina can reduce maintenance 
expenses W hile it protects your machin- 


ery. Savings of up to 35% on grease 
and labor are quite possible. 

In some cases lubrication intervals 
have been extended to double what 
they were before. Less grease is con- 
sumed and less time consumed apply- 
ing it. 

For details, see your Shell Repre- 
sentative. Or write: Shell Oil Com- 
pany, 50 West 50th Street, New York 
20, New York. 


Registered Trademark 


A BULLETIN FROM SHELL 
—where 1,997 scientists are helping to 
provide better products for industry 


Purchasing Week’s | philosophy becomes a way of life for the subcontract managers. 
. - Techniques to maximize the value received from each vendor 
Professional Perspective have always been under constant pressure for improvement 
through changes and through good pers saga bi _— 
rocurement program would give a vendor such incentive to 
CONSULTANT salen his he of the product that every aspect of cost and end 
ARTHUR G. PEARSON value would be acted upon. Value improvement in this climate 
ne — would pay off handsomely to both the vendor and the purchaser, 
Procurement Specialist, Lockheed Missile & Space Co. | but this ideal climate is not come by easily. Consequently, the 
Discusses This P/W Headline: use of these techniques have been slow to be accepted. —_— 
In the hands of unskilled people, the results achieved cou 

rentagen Set to Offer New Profit be quite the opposite from the ideal results sought. Should an 
Incentives in Defense Contracts unrealistic target price be set, the vendor would receive a per- 
Pw (10/9/61) centage of this inflated price as a profit, but one which was 

he emphasis to expand the use of cost-plus-incentive-fee | 0t earned. 
contracts, to bring a closer relationship between a vendor’s The answer to this problem is increased ability on the part of 
performance and his profit on a contract, will separate the men subcontract managers to analyze cost and price. The standards 
from the boys in procurement organizations where this | for men entering this specialized procurement work will be 


DIAGNOSIS: SHIPPERS ANXIETY 
CURE: AMERICAN AIRFREIGHT PROFESSIONALS 


One call to American Airlines AIRfreight and your ship- served by American through 50 major cities. Right up the 
ping problems are solved. Solved by a staff of AIRfreight line to the Cargo Service Manager, American’s profes- 
professionals. Tools of their trade: the most advanced sional staff is keyed to the demands of the shipper. 
facilities and aircraft in the world. Use American AIR- Confidence built on service like this is why more ship- 
freight and you benefit from shipper-extras like pre- pers move more freight on American than on any other 
planned space availability data and a nation-wide com- airline in America. Ship with the professionals—call the 
munications network second to none in size and flexibility. leader, American Airlines AIRfreight. 


From shipper’s door to receiving dock your shipments 
are in the hands of AIRfreight career men like the Fleet 


ps Ges Sepebar Vaew je a or ee AMERICAN AIRLINES 


shipments arrive on time at any one of 3,042 markets America’s Leading Cargo Airline 
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|tightened, and educational re- 
fresher courses to gain the skills 
‘necessary to negotiate realistic 
target prices will be a must. 

The time and extent of writ- 
ten documentation and evaluation 
‘of each procurement will expand 
‘too. There will be other prob- 
lems such as the increased re- 
quirements for negotiating the 
|cost when establishing the target 
price, the target profit, and the 
|percentage of sharing the cost 
jreductions. A greater definition 
|of the requirements must be pre- 
isented to procurement by the 
engineering organization. 
| This greater definition will be 
needed at an earlier date to allow 
for increased effort on price and 
‘cost analysis, increased detailed 
‘technical analysis, and increased 
| negotiation time. 
| More effort to establish cost 
factors is justified because the 
cost-plus-incentive-fee contract 
offers the opportunity to over- 
come the weakness of the cost- 
plus-fixed-fee contract with its 
comparative lack of incentive to 
the vendor to reduce his cost of 
performing his contract. The 
concept of the cost-plus-incen- 
tive-fee contract was developed to 
counter this weakness. 

The cost-plus-incentive-fee as- 
sures the vendor a minimum 
fixed fee but permits the fee to 
be increased within specified 
limits if the vendor performs the 
contract for less than the esti- 
mated cost. Under this type of 
contract the buyer and the vendor 
|agree at the time of the negoti- 
|ation of the contract upon the 
target cost of performance. The 
| target fee is then determined, as 
‘in the cost-plus-fixed-fee com- 
tract, in relation to the target 
| cost. 

Also, the minimum and maxi- 
| mum fees are established, and 
‘finally a fee adjustment formula 
| similar to what is done in a fixed 
price incentive contract. The fee 
payable to the vendor after the 
performance of the contract is 
determined in accordance with 
the formula. 

Within the limits this formula 
provides for an increase in a fee 
above target fee when the total 
allowable costs are less than 
target costs. Conversely, it pro- 
vides for decrease in the fee be- 
low the target fee when the total 
allowable cost exceeds the target 
cost. So there is a built-in incen- 
tive for the vendor to increase the 
efficiency of his performance. 

Up to this time the lower profit 
standards and the practice of 
using 90-10 sharing formulas 
(10% of saving to the vendor) 
has not resulted in the cost re- 
duction or the increase in pro- 
ficiency sought. The reported 
new look with its emphasis on 
greater negotiation, greater cost/ 
price analysis, and a saving for- 
mula 70-30 to 50-50 will help 
to achieve the desired savings. 

Value improvement programs 
report extensive cost savings, but 
end hardware costs show little 
over-all reflection of this activity. 
Subcontract managers have the 
responsibility of so managing 
their contracts that these saving 
potentials are reflected in the 
finished hardware. The incen- 
tive fee contracts should be used 
where a cost reimbursement type 
contract is necessary and where 
there is a probability that its use 
will result in a lower cost to the 
purchaser than other forms of 
cost reimbursement type con- 
tracts. Subcontract managers 
under this concept of value pro- 
(Continued on page 27) 
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San Francisco—Japan put on 
a light machinery and parts show 
here in a new drive for a larger 
share of the American industrial 
market. 

Hideo Nakano, executive di- 
rector of the Japan Trade Center, 
said the exhibit demonstrated 
Japan’s wish to export heavier 
merchandise to the United States. 

“Before the war we sold little 
more than raw silk and tea in 
America,” Nakano said. “Then 


Japan Angles for New U.S. Markets 
With Light Machine and Parts Show 


Japanese trade 
vast increases in 
years. 

A spokesman for Mitsui & Co. 
told PURCHASING WEEK with 
complete candor that the “pearl- 
master” rice whitening machine 
his firm was exhibiting was so 
superior that there was no reason 
for his competitors to stay in 
business. 

The show will move to New 
York later this month, then go 


experts 
the next 


expect 
few 


JAPANESE 


EXHIBIT: 
valves for pipelines and chem- 


ical 


Shinwa 


plants on display at San 


Kaiser to Boost Output 
Of Hydrogen Fluoride 


Oakland, Calif.—Kaiser Alu- 
minum & Chemical! Co. is build- 
ing a $6-million plant for the pro- 
duction of hydrogen fluoride and 
fluorocarbons. 

The plant, scheduled for com- 
pletion in 1962, will be built ad- 
jacent to the firm’s alumina and 
caustic-chloride plants at Gra- 
mercy, La. 

Seventy per cent of the hydro- 
gen fluoride produced in the U. S. 
is used in the production and 
processing of aluminum and 
fluorocarbons. Kaiser plans to use 


in its own aluminum and fluoro- 
carbon production. 

Fluorocarbons are used as re- 
frigerants, as propellants and in 
the production of plastics. 


New Oakland Terminal 


Oakland, Calif.—The Port of 
Oakland Board of Commissioners 
has authorized construction of a 
$400,000 dry bulk storage fa- 
cility. 

The new facility, to be leased 
to Encinal Terminals, can move 
cargo at the rate of 500 tons/ 
hour. It will have 10 tanks with 
a total capacity of 97,350 cu. ft. 
Loading will be from trucks and 


it was consumer goods—toys and on to Toronto. Francisco Trade Center show. the bulk of the hydrogen fluoride | hopper-bottom railroad cars. 
radios. But now electronics 
equipment has been successful, 
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Among the items featured in 
the show are precision milling 
machines, polishing equipment, 
valves and auto parts as well as 
specialty items like binoculars, 
taxi meters and a rice whitening 
machine. 

Industrial machinery account- 
ed for less than 2% of Japan’s 
exports to the U.S. in 1960, but 


Professional 
Perspective 
(Continued from page 26) 
curement need skills resulting 
from constant educational in- 


terests in production, engineer- 


ing, cost and price functions, 
negotiating ability based upon 


knowledge and experience, and 
management ability beyond that 
required in most procurement 
operations. 


However, all this is not the 
ultimate in procurement activity. 
There is yet to be set up the so 
called “special incentive con- 
tracts.” The idea behind a per- 
formance incentive type contract 
is the incorporation of an incen- 
tive to the vendor to surpass| 
stated goals of performance by| 
providing increases in profit for| 
bettering the goal and decreases | 
in profit for failing to meet the} 
goal. 

Such a contract would incorpo- 
rate not only the pricing tech- 
nique of the fixed-price-incentive 
or the  cost-plus-incentive-fee | 
types, but better performance in 
addition to a reduction in price, 
with the performance incentive 
aiming for desired performance 
rather than mandatory perform- 
ance. 

A second special type incen- 
tive contract relates to the special 
encouragement of value engi- 
neering. Such value engineering 
incentives are designed to en- 
courage the vendor to maintain 
an active group devoted to 
value studies to reduce costs. In 
return for this effort the vendor 
gets a percentage of the savings 
realized. 

The impact upon procurement 
management-coordinating ability 
on the part of the subcontract 
manager cannot be overstated. | 
There are not enough of these| 
high caliber procurement men in| 
industry. The demand for their 
services is great, and will con-| 
tinue on the increase. Prepara-| 
tion for these responsibilities can- | 
not come overnight. In short, | 
there are no “90-day-wonders” in| 


sub-contract management. 
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DIAMOND CHAIN COMPANY, INC, 
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Write for New DIAMOND 


CATALOG No. 760 


Just off the press. DIAMO 


Roller Chain, Sprocket, and Coup- 


D Rolter chain's 
HIGHER HORSEPOWER RATINGS 


For Example: 


Former ratings for 1 inch pitch roller chain permitted sprocket speeds up to 
1160 RPM, whereas the new ratings include speeds up to 2800 RPM. Similarly, 
rated horsepower capacities formerly did not exceed 49 HP, whereas the new 
ratings exceed 150 HP. New, higher ratings mean that DIAMOND roller chains are 
capable of more work, will last longer (thus, cost less to operate) than heretofore 
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considered practical. You now have more opportunities to specify high-efficiency 


DIAMOND Roller Chain drives. . 


. both in new equipment designs and in modifica- 
tions of existing equipment. Write today for new DIAMOND Catalog No. 760. 


It contains all the new ratings as established by the Association of Roller and 
Silent Chain Manufacturers, of which DIAMOND is a charter member. 


ND Stock 


ling Catalog No. 760 gives all the 


new horsepower ratings. 
760 also contains full data on four 
important new DIAMOND Roller 
Chain Products: Micropitch, Dura- 


Weld and Tuf-Flex chains and Hi- Office 
Distributors in 


Cap flexible couplings. 


Catalog 


; and 


Prin 


Purchasing Week 


cipal Cit 


es 


all 


DIAMON 


DIAMOND CHAIN COMPANY, INC. 
A Subsidiary of American Steel Foundries 
DEPT. 627 - 402 KENTUCKY AVE. 
INDIANAPOLIS 7, INDIANA 
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Organic dispersives minimize 
adherent sludge formation in 
boilers and recirculating cooling 
systems. Special blends of the 
dry powders, which are supplied 
to meet specific needs, cover a 
wide range of dispersing proper- 
ties. Hagan Chemical & Con- 
trols, Inc., Hagan Center, Pitts- 
burgh 30, Pa. 


Friction material that almost 
completely eliminates fading 
at high temperatures gives posi- 
tive control of brakes and 
clutches at temperatures to 1,000 


F and under conditions of high 
loads and fast cycling. The rigid, 
molded material contains zinc 
particles and is manufactured in 
blocks, facing, and sheets suit- 
able for the majority of industrial 
applications. Johns-Manville, 22 
E. 40th St., New York 16, N. Y. 


Aluminum welding wire is pro- 
duced by process that leaves it 
extremely clean and _ perfectly 
level, providing for minimum 
downtime and optimum produc- 
tion. The wire is available on 1-, 
10-, and 20-lb. spools. American 


Product Briefs 


Brazing Alloys Corp., P. O. Box 
11, Pelham, N.Y. 


Glass panel for fluorescent fix- 
tures is an opal base material 
with special surface treatment 
that increases light diffusion and 
lamp hiding power. It eliminates 
surface reflection and comes in 
sizes up to 100 in. x 48 in. Corn- 
ing Glass Works, Corning, N. Y. 


Cleaning unit for tank interi- 
ors uses a hydraulically-operated 
and reversible rotary head that 
directs two high-pressure jet 


streams of liquid to clean a full 
spherical path. The balanced 
unit can be lowered into a tank 


|heating, food warming, and ele- 


vated temperature testing. Seven 


| quartz units range from 500 w. at 


and suspended by only the hose. |105 v. to 3,800 w. at 550 v. to 


Sellers Injector Corp., 1600 
Hamilton St., Philadelphia, Pa. 


Electrical conduit of rigid 
polyvinyl chloride is for use un- 
derground or encased in cement. 
Diameter sizes range from 12 in. 
to 6 in. for pipe, elbows, coup- 
lings, and adapters. Pipe is ex- 
truded in 10-ft. lengths with one 
end coupled. Lasco Industries, 
Montebello, Calif. 


Infrared lamps provide a 
broad selection for applications 
such as industrial ovens, comfort 


Smith-Corona introduces 
two products 
for better, easier 
electric office typing 


ELECTRI-TYPE 
CARBON PAPER 


MADAME BUTTERFLY 
SILK RIBBON 


Smith-Corona uses only 100% rag tissue in mak- 
ing Electri-Type Carbon Paper. That means you 
get a sheet that will take a pounding, that will 
stand up on the hardest of platens without punc- 
turing. Unlike other carbon paper, the ink is not 
coated onto the surface of Electri-Type but actu- 
ally forced into the paper, producing a carbon that 
keeps on making sharp, clear impressions long 
after others have faded. 

Smith-Corona has also tinted one side of Elec- 
tri-Type with a distinctive, contrasting color to 
eliminate guesswork and speed up collation and 
separation. There’s no skimping on size with Elec- 
tri-Type, because every sheet is larger than aver- 
age to cover any typing job no matter the size. 
Every one of Electri-Type’s special features is the 
result of actual office tests and requests; it’s the 
carbon paper designed for faster, better electric 
typing. 


s/c] 


Smith-Corona’s Madame Butterfly ribbon is made 
of the finest quality pure silk, because only pure 
silk can produce the sharp impressions needed for 
photographic reproduction. 

Madame Butterfly is kind to both the typist 
and the typewriter. Errors are easier to erase, 
the type doesn’t fill up with excess ink causing 
splotchy printwork, and there is no lint problem. 

Because of their extra high quality, Madame 
Butterfly ribbons will last considerably longer 
than ordinary typewriter ribbons. 

Smith-Corona, by using finest quality silk, 
has made Madame Butterfly ribbons considerably 
thinner than other ribbons. That means you 
can make more copies than you ever thought 
possible. 

Electric office typing deserves the best, and the 
best ribbons you can buy are Madame Butterfly 
by Smith-Corona. 


SMITH -CORGNA MARCHANT 


410 PARK AVENUE, NEW YORK 22, NEW YORK 
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600 v. with life ratings in excess 
‘of 5,000 hr. Westinghouse Lamp 
|Div., MacArthur Ave., Bloom- 
field, N. J. 


Cutting-grade carbide for do- 
it-yourself use is delivered as a 
fully sintered composite of ultra- 
hard carbide particles in a high- 
speed steel matrix that can be 
turned, drilled, milled, tapped, 
and filed. Once heat-treated up 
to Rockwell C-70 it behaves like 
a solid carbide and cuts semi- 
|hard alloys at 100 to 200 surface 
ft. per min. without damaging 
the tool. Chromalloy Corp., 171 
Western Hewy., West Nyack, 
N. Y. 


Filter of Scottfoam can be cut 
with scissors to fit almost any 
make or model of air conditioner. 
Full size is %4 in. x 24% in. x 
11% in. The spongelike filter 
has a special chemical to prevent 
bacteria growth in trapped par- 
ticles and can be washed in clear 
water. General Electric Co., New 
Concord, Ohio. 


Staples with extra-wide flat 
crown have high holding power 
and are intended primarily for 
assembly of cleated-panel boxes, 
wood boxes, and crates. Staple 
sizes range from %4 in. x % in. 
to 2 in. xX % in. and come in 


‘finishes including bright, blue 
‘sterilized, galvanized, _ tinned, 
coppered, or cement coated. 


Hillwood Mfg. Co., 21700 St. 
Clair Ave., Cleveland 17, Ohio. 


Spiral tubing of Teflon comes 
as seamless flexible conduit for 
low pressure connection and 
transfer applications. Sizes avail- 
able are from 1%2- to 3-in. dia. 
with expansion planned for up to 
6 in. in lengths to 10 ft. Straight 
tubular ends suitable for clamp- 
‘ing or lap-joints and lightweight 
\flanges are standard. Resistoflex 
Corp., Roseland, N. J. 


Time recorder automatically 
computes and prints time spent 
on a particular job. An employee 
beginning a job inserts a card and 
pushes a lever, imprinting a cir- 
cle of 8 hr. When finished, he 
pushes the lever in the other di- 
rection, imprinting the total 
elapsed time. Cincinnati Time 
Recorder Co., 1773 Central 
Ave., Cincinnati 14, Ohio. 


Cutting torch operates on 
plasma jet principle using a high 
velocity, 30,000 F flame to cut 
‘conductive metals up to eight 
times faster than with oxy-acetyl- 
ene devices. The unit is avail- 
jable as a hand cutting tool and 
‘is completely portable. Plas- 
| madyne Corp., 3839 S. Main St., 
| Santa Ana, Calif. 


Coating material is a dry chro- 
mate base salt used in water 
solution to impart high corrosion 
|resistance to aluminum. It pro- 
|duces a chemical conversion of 
the aluminum surface without 
changing dimensions and permits 
varying of coating colors from 
brass to bronze without loss of 
original brightness. It can be ap- 
plied by spray, brush, or immer- 
sion at room temperature. Mac- 
dermid, Inc., Waterbury 20, 
| Conn, 
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Industry News in Brief 


Automation Moves 


Manhattan Beach, Calif.—Au- 
tomation Industries, Inc., has 
moved its head office from here 
to a new 45,000 sq. ft. plant in 
Torrance, Calif. Automation is 
engaged in the fields of ultra- 
sonics, magnetics, and manufac- 
ture of missile and space vehicle 
components. 


Badger Gets Contract 


Perth Amboy, N. J.—Califor- 
nia Oil Co., Eastern Div., has 


awarded a contract to Badger 
Mfg. Co., Cambridge, Mass., to 
construct a phthalic anhydride 
plant here. California Oil will 
operate the plant for Oronite 
Div. of California Chemical Co., 
Los Angeles. 


WE Plans Warehouse 


Danville, Va.—Westinghouse 
Electric Supply Co., a division 
of Westinghouse Electric Corp., 
plans to erect a new warehouse 
facility here. Completion is 
scheduled for Dec. 1. 


FREE DEMONSTRATION! 


We'd like to prove Smith-Corona’s superiority right in 
your own office. Just fill out the coupon below, and one of 
our representatives will contact you to arrange a free 
demonstration of Smith-Corona carbon paper and ribbons 
for electric typing. Once you’ve seen them at work, you'll 
want to put them to work for you! Mail the coupon today. 


CARBON PAPER 


for electric typewriters 


Mitten - Bryant - Pierce 


RIBBON 


ona Sup} 


products for easier electric tyr 


se /| SMITH -CORONA MARCHANT 
ly Products, 410 Park Avenue, N. Y. 22, N.Y. 


1 would like a free demonstration in my own office of Smith-Corona's 
INg. 


pure silk 


PW-10 


October 16, 1961 


| Daystrom, 


Universal to Build 


Des Plaines, [ll.—Universal 
Oil Products Co. will build a 
plant here to manufacture a new- 
ly developed rubber additive, de- 
signed to protect rubber from 
deterioration caused by ozone. 


Tamar Buys 


Gardena, Calif.—Tamar Elec- 
tronics acquired Daystrom-Wi- 
ancko Engineering Co., and 
Daystrom-Pacific, subsidiaries of 
Inc., Murray Hill, 
N. J. Tamar officials said the 
acquisitions are in line with its 
program of expansion and diver- 
sification into the electronics and 
related fields. 


Silicon Signs Reps 
Carle Place, N. Y.—Silicon 


| Transistor Corp. appointed Her- 


bach & Raderman, Inc., Phila- 
delphia, and Straube Associates, 
Palo Alto, Calif., as industrial 
distributors for its line of silicon 
power transistors and glass di- 
odes. 


Diamond Alkali Buys 


| Cleveland—Diamond Alkali 
Co. has acquired Fiber Chemical 
Corp., Cliffwood, N. J., a pro- 
|ducer of organic chemical and 
| inorganic _ specialties. Fiber 
Chemical will be operated as a 
'wholly owned subsidiary of Dia- 
mond Alkali. 


Thermaflex Distributor 


Guildord, Conn.—Flexible 
| Tubing Corp. has named Alfred 
|J. Hamilton Co., Hartford, 
|\Conn., to handle its Thermaflex | 
air conditioning products. Al- 
fred J. Hamilton Co. will repre- 
isent the flexible tubing and fit- 
|ings manufacturer 
| Connecticut. 


| 


| Airtrol Div. Formed 


Springfield, Ohio—Robbins & 
|Myers, Inc., has announced the 
|formation of an Airtrol Div., 
|which will specialize in the de- 


sign, production, and marketing 
of unit-type collectors for con- 
trolling dusts and mists encoun- 
tered in industrial and commer- 


cial operations. 


| CMC Buys Seating Firm 


Chicago—Continental Materi- 
als Corp. has acquired Arlington | 
Arlington Heights, 
a manufacturer of desks and 
Arlington is 
the third firm in the school sup- 
ply and equipment field recently | 


Seating Co., 
| Ill., 
|chairs for schools. 


| acquired by Continental. 
| 


| e ° 
| Brown Named Distributor 


Boston—Janette Div. of Na- 
|tional Pneumatic Co., Inc., man- 
and 
speed reducers, appointed R. C. 
as 
‘representative for the Texas and | 


\ufacturer of gearmotors 


‘Brown Co., Houston, Tex., 


|Oklahoma area. 


Kemco Appointed 


Irving, Tex.—Kemco, 


telemetry equipment. 


areas. 
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FABULOUS “LABELS” 


PermaFlat 
Is the cure for that! 


In a whirl i 
When labels curl? 


Smart purchasing agents keep schedules smooth by analyzing the extra 
value inherent in Dennison PermaFlat Gummed Paper for labels. 
PermaFlat can’t curl, weather or not. Everybody's sunnier... printer, 
production manager and packaging engineer . . . when you specify 
Dennison PermafFlat. 


Vine non-glossy gummed surface is your assurance of curl-free per- 
formance. 


ermaFlat 
hommed. Lap Ot... 


AS CURL-FREE as ungummed paper BEFORE, DURING and sil printing 


Dennison Manufacturing Co., Framingham, Mass., Drummondville, Quebet 


throughout 


Inc., 
has been appointed to represent 
|General Electronic Laboratories, 
|Cambridge, Mass., in the sale of 
| microwave, communication, and 
Kemco 
will supply the Kansas, Missouri, 
Oklahoma, Colorado, and Texas 


SOURCES OF SUPPLY 


Suppliers and sub-contractors in the Northern Plains 


can be pinpointed quickly by the Facilities Register, a 
unique electronic index of production facilities. Whether 
yours is a problem of finding new suppliers, contracting 


for idle machine time, shortening lines of supply, or ob- 
taining better quality and service: 


ASK THE MAN 
FROM THE 
NORTHERN 


PLAINS 
NORTHERN NATURAL GAS COMPANY 


SERVING THE NORTHERN PLAINS (_] GENERAL OFFICES: OMAHA, NEBR. 


AND MOTOR 
‘IDEA BOOK’ 


ARE YOU an original equipment manufacturer? If so, you’ll 
get lots of practical, job-solving suggestions from this new 
14-page “idea book’ of DOERR electric motors... useful 
data for designing, selecting and specifying. It shows many 
DOERR special designs that can help you. It also gives you 
complete dimension and price data on DOERR standard 
motors ...in time-saving, condensed form. Put the new 
DOERR “idea book’’ to work for you... 


Get Your Copy. ..Write Today, 
on Your Company Letterhead to... 


DOERR OFFERS: 
@ Standard and special motors in 
fractional and integral hp. ratings. 


@ Drip-proof, totally enclased 
and explosion-proof types. 


@ Face-mounted and flange- 
mounted models; brakemotors. 


@ Right-angle gearmotors to 5 hp. 


@ Full co-operation on specials. 
CEDARBURG «+ wIS. 


DOERR 


ELECTRIC 
CORPORATION 


199 N. FOURTH AV8. 


RITCO] EckeEm 


smooth “bright finish” 
reduces your product costs 


The flaw-free, accurate surfaces of Ritco “Bright Finish” 
Forgings save costly finishing . . . also greatly reduce machin- 
ing time. The further advantage of tremendous toughness in 
Ritco Forgings, due to controlled grain flow, assures the 
highest ratio of strength to weight and dependable impact 
resistance at points of greatest shock and stress. It will pay 
you to learn more about Ritco “Bright Finish” Forgings. Send 
us your blueprints for estimates. 


RHODE ISLAND TOOL COMPANY 


Member Drop Forging Association 
158 WEST RIVER STREET *® PROVIDENCE 1, R. I. 


N 


Need Special Machine Work—or Special Fasteners 
and Upsets? Our machining facilities are at your 
service. Let us know your requirements! 


New Books 


Value Engineering Volume 2. Edited 
by Richard S. Mandelkorn. Published 
by Engineering Publishers, P. O. Box 
2, Elizabeth 2, N. J., 167 pages. 
Price: $7.50. 


The Value Engineering phi- 
losophy has grown from child- 
hood, through adolescense, to 
maturity during the past few 
years, according to the editor. 

This book, which grew out of 
the Second Electronic Industries 
Assn. Conference on Value En- 
gineering, details VE progress in 
all the armed services and the 
Dept. of Defense. It also tells 
how Value Engineering programs 


Profitable Reading for P. _A.’s 


have been started in a number of 


companies. 

A chapter on VE in purchas- 
ing by C. A. Black of Boeing Air- 
plane Co. tells how the Boeing 
program, which was organized 
within the purchasing department, 
operates. 

The entire book is liberally 
sprinkled with specific examples 
of how Value Engineering pro- 
grams have cut costs in a variety 
of industries. Volume 2 is de- 
signed as a companion book to 
“Value Engineering 1959” which 
appeared last year. 


Merchandising for Tomorrow by 
E. B. Weiss. Published by McGraw- 
Hill Book Co., 330 W. 42nd St., New 
York 36, N. Y., 381 pages. Price: 
$7.50. 


Author Weiss predicts some 
radical changes in our methods 
of retail distribution in this book 
which presents over 500 tips on 
selling in the world of tomorrow. 

Weiss predicts that 50% of 
total retail volume in most mer- 
chandising categories will be done 
by 50 giant retailers. There will 
be huge specialized shopping 
centers selling at discount prices. 
Supermarkets will sell more ap- 
parel, variety chains will sell 
more food. Moving sidewalks 
will carry customers to stores 
that revolve, with window dis- 
plays of televised presentations. 

Discussing technique, the au- 
thor sees more joint merchan- 
dising, but paradoxically less 
cooperative advertising. Weiss 
warns that brand loyalty is at a 
record low because the con- 
sumer is treated like an ignor- 
amus. Thus there is a wide-open 
field ahead for new concepts, new 
products, new styles. 


From the 
Manufacturers 


Chemical Equipment 


Provides application data on 
ethylene, propylene oxides, ethyl- 
ene glycols, urethane chemicals, 
chlorine compounds, and more. 
Also contains data on company’s 
research laboratories and _ ship- 
ping facilities. (28 pages). Jef- 
ferson Chemical Co., P. O. Box 
303, Houston 1, Texas. 


Overhead Conductors 


Provides a comprehensive list- 
ing of Alcoa tubular compression 
accessories for several types of 
conductors. Features suggested 
installation methods, explanatory 
sketches, dimensions, etc. (40 


pages). Rome Cable Div., Alu-, 


minum Co. of America, 789 Al-\ture controllers, and more. Also 
coa Building, Pittsburgh 19, Pa.| includes a general introduction to 
electric furnace operation and 
Mill Cutters control. Catalog No. 61 (44 pa- 
ee .ges). Thermolyne Corp., 628 
Describes company’s line of | f7y# $1., Dubuque, Iowa. 
throw-away insert face mill cut- 
ters for rough, semi-rough, and . , 
finish milling. Includes sizes, Adjustable-Speed Drives 
product specifications, ordering 


information, etc. (11 pages)., , Discusses  adjustable-speed 
Vascoloy-Ramet Corp., Wauke- drives in detail, including appli- 
gan, Ill. cation, factors in drive selection, 
price curves plotted against drive 
Industrial Equipment hp. (from 1/20 to 1000 hp.), 


; and more. Bulletin GEA-6999 
Covers company’s line of elec- (32 pages). General Electric 
tric furnaces, hot plates, tempera- Co., Schenectady 5, N. Y. 


Kraft Folding Cartons 
in stock— 64. sizes! 
Send for FREE sample 


You may find the solution to some of your packaging 
problems in our expanded line of stock kraft folding 
cartons. 

Inventories of stock boxes are maintained in 64 sizes, 
ranging from %” x %” x 1” to 5%” x 7”. Buyers 
across the country are using them to package items 
ranging from electronic sub-assemblies, automotive 
and aircraft parts, to nursery products. 


Stock boxes offer these special advantages: 
LOWEST PRICES because of volume runs, standard 
fabrication. 


FAST SHIPMENT —orders received before noon 
are shipped the same day. 


YOUR INVENTORY MINIMIZED, because we keep 
the boxes until you need them. 


Write on your letterhead telling us the box sizes 
you’re interested in for free samples and price lists. 


Write: 


rorcmmmerw [Sit OMe] 


360 No. Michigan Ave., Chicago 1, Illinois 


Your part has a precedent 
at Worcester Pressed Steel 


Most likely Worcester Pressed Steel has already conquered shapes 
similar to any you may be planning. You avail yourself of the skills 
of many trained specialists when you call on Presteel®. We can show 
you how to keep costs in line for large, small, deep drawn, or pro- 
gressive stampings that meet your most exacting requirements. 
Your part not only has a precedent... your problems lead to quick, 
efficient solutions ... at Presteel. Production capacity is equal to your 
heaviest demand. Plant facilities include some 225,000 square feet of 
manufacturing floor space. For further information, write or phone, 


WORCESTER PRESSED STEEL CO. 


116 Barber Avenue “Worcester 6, Mass. 
Subsidiary: Westprest Inc., 531 No. Bivins, Amarillo, Texas 


Product News in Brief 


Transistorized Collator 


White Plains, N. Y.—lInter- 
national Business Machines Corp. 
is offering “the first transistorized 
punched card collator with a core 
memory,” the IBM 188. 

Card capacity of the main feed 
is 3,600 cards and a secondary 
feed hopper holds 1,200 cards. 
Feed rate is 650/min. for each 
so that with both in use the col- 
lator can process up to 1,300 
cards/min. Basic functions in- 


clude merging, matching, primary 
and secondary sequence check- 
ing, merging with selection, card 
selection, and editing. 

Three control positions are 
available: 16, 22, and 28 card 
columns. With 16 control posi- 


tions, the IBM 
$30,750 price tag or $575 
monthly rental. The largest- 
capacity unit, with 28 control 
positions, sells for $31,250 or 
rents for $625. Delivery is in 
10 to 12 months. 


188 carries a 


Oscillograph Paper 


Buffalo—The Graphic Con- 
trols Corp. claims finer trace 
lines, oustanding dimensional sta- 
bility, and a high degree of 
abrasion resistance for a new line 
of heat-sensitive recording charts. | 

The company developed the 
oscillograph paper to meet needs 
of a wide range of thermal writ- 
ing recorders in every industrial 
application. 


Miniature Computer 


New York—Burroughs Corp. 
has produced a miniature com- 
puter about the size of a loaf of 
bread and weighing about 12 lb. 
Initial use is for aerospace ap- 
plications but engineers foresee a 
raft of commercial markets. 

The 3- x 6- x 11-in. device, ac- 
cording to a Burroughs spokes- 
man, employs “a new concept in 
computer miniaturization, cap- 
able of reducing the size of 
densely-packed military comput- 


| Where Can | Buy? 


Some products are easy to 
locate, others difficult. Perhaps 
you can help one of our readers 
who knows exactly what he wants 
but doesn’t know where to get 
it, And keep in mind that you can 
make use of this PURCHASING 
WEEK service at any time. 

While you are answering our 
reader’s request, would you also 
please send us a carbon copy of 
your answer. 

“We would like to obtain a 
source of supply for ‘hole lin- 
ers’ for a No. 8 screw to rework 
castings that have holes with 
stripped threads.” 

R. A, Edgar, P.A. 
Thermolyne Corp. | 
P.O. Box 797 
465 Huff St. 
Dubuque, Iowa 
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ers from eight to ten times and 
shrinking less densely packed 
commercial computers from 
room size to desk size.” 

The computer, a digital dif- 
ferential analyzer, is made up of 
stock micro-electronic compo- 
nents from various suppliers and 
Burroughs itself, and is capable 
of 33,000 mathematical calcula- 
tions per sec. Its component 
density is 69,000 standard com- 
ponents per cu. ft. 

The microminiature concept 
uses a finned heat exchanger as a 


of triangular chips. Each chip, 
about 3g in. thick and the height 
of a half-dollar, contains elec- 
tronic circuitry and plugs into a 
folding printed circuit board. The 
board holding the chips is then 
folded around the heat exchanger 
with the chips fitting between the 
exchanger’s fins. 


New Monitor System 


North Hollywood, Calif.—tIn- 
dustrial Electronics Engineers, 
Inc., has developed a monitoring 


factory locations for any of five 
conditions. 

The compact central unit can 
be ceiling or desk mounted and 
has three large readouts; the first 
two are numbers indicating the 
station and the third is a letter 
from “A” to “E” that indicates 
condition. A machine operator 
requiring service uses a switch 
to select a letter according to 
the code that has been set up. 
This might be an “A” for relief, 
“B” for more material, etc., and 
shows on the readout when his 
station is checked. 

The monitoring system checks 
Stations at the rate of one every | 
4 sec. so that all 50 take about 


Easier Engine Start 


Milwaukee—Briggs & Strat- 
ton Corp. has developed a small 
engine starting system that is 
said to cut starting effort by 
50%. It is now standard on all 
the company’s engine models at 
no increase in price. 

The system does not impede 
or impair the operation of the 
engines themselves at running 
speeds, according to the com- 
pany and is expected to spark 
new design trends in the small 
engine field. Advantages include 
safer operation by minimizing the 
possibility of tipping equipment 
such as lawn mowers during start- 


central element in a “log” or row system that 


checks up to 50/3% min. 


| ing. 


Eliminates big waste of dollars 


You see above an excerpt from a let- 
ter written to a large manufacturer 
by an RB&W technical advisor. Sub- 
sequently he submitted two detailed 
reports to document how savings 
could be achieved. 

Because of the nature of the prod- 
uct involved, the manufacturer 
didn’t want to make engineering 
changes. They preferred an alterna- 
tive RB&W recommendation—sub- 
stituting the proper standard screw 
in place of alloy screws—size for 
size. The cost reduction made pos- 
sible: nearly $100,000 annually! 

Opportunity for savings may not 
be so great at your plant. But they’re 
bound to be worthwhile. 
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Fastener value analysis study by RB&W 
reaps rewards without design 


For instance, the difference in 
cost between a %¢ x 1 socket-head 
screw and a bright hex screw is 
about 5¢. Not much of a saving in 
itself. But suppose you use 150 of 
these socket-head screws in just one 
product. The saving is $7.50 per 
unit. If you produce 1000 units each 
year, that’s savings of $7,500. With 
a line of ten such products, the 
profits saved would conceivably be 
$75,000 or more. 

This is “value analysis” with a 
high dollar dividend. Take advan- 
tage of it by consulting with an 
RBéwW Fastener Specialist. Russell, 
Burdsall & Ward Bolt and Nut Com- 
pany, Port Chester, N. Y. 


changes 


117th year 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; Rock 
Falls, Ill.; Los Angeles, Calif. Sales office and wore- 
house at: San Francisco, Calif. Additional soles 
offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas. 


Purchasing Week’s 


Product Perspective 


TRADE SHOWS for the coming year continue as important sources of prod- 
uct and industry information for the purchasing agent, and offer a selection 
of two distinct but equally important categories. The national shows offer 
their broad industry-wide presentations while, on the other, regional or 
specialized shows reach visitors more interested in smaller segments. 

Here’s a roundup of major shows in both categories: 

PACKAGING. Trade shows, conferences, and combinations of the two 
will offer the latest developments in materials, methods, and machinery. 

® Twenty-Third Annual National Packaging Forum—Oct 18-20, New York. 
Twelve half-day seminars are to consist of 48 papers. 

® Packaging Machinery Manufacturers Institute Show—Nov. 7-10, Detroit. 
Displays of packaging machinery and materials take in the full range. 


® American Management Assn.’s 31st National Packaging Exposition— 
April 9-12, New York. Four-day show and three-day (April 9-11) confer- 
ence. 


PLASTICS. Regional shows have increased importance until the 1963 
biennial National Plastics Exposition of the Society of the Plastics Industry. 


® Plastics Show of Canada—Oct. 17-19, Toronto. 


® Ninth Plastic Film, Sheeting & Coated Fabrics Conference—Dec. 7-8, 


New York. 


® Seventeenth Reinforced Plastics Div. Conference—Feb. 6-8, Chicago. 


® Nineteenth Annual SPI Western Section Conference 
nado, Calif. 


April 4-6, Coro- 


®Twentieth Annual SPI Canadian Section Conference 
Quebec City. 


May 28-29, 


BUSINESS. Two major exhibits of domestic and foreign business machines, 
equipment, services, and supplies are set for next year. 


© The Business Equipment Exposition—April 9-13, Chicago. 
® National Business Show—June 4-8, New York. 


VISUAL COMMUNICATIONS. This specialized grouping brings together 
equipment for visual communications and graphic reproductions. 


® International Visual Communications Congress—Dec. 2-5, Los Angeles. 


ELECTRONICS. New York is to be the gathering place for two extensive 
showings of electrical and electronics components, equipment, and materials. 


® Electrical Engineering Exposition—Jan. 29-February 2, New York. 


® Institute of Radio Engineers International Convention—March 26-29, 
New York. 


MANUFACTURING. Shows concerned with various aspects and manu- 
facturing industries remain dominant among trade exhibits. 


® Machine Tools Industry Conference—Oct. 16-18, Rockford, Ill. 


® National Metal Congress & Exposition—Oct. 23-27, Detroit. Technical 
emphasis will be on metals, materials, and processes for aerospace, auto- 
mobiles, instruments, tooling, and general metalworking. 


® Automotive Engineering Congress & Exposition—Jan. 8-12, Detroit. 
Displays of over 300 suppliers to the aircraft and automotive industries. 


® American Society for Metals Regional Conference and Exhibition—April 
17-19, Houston. The Society’s first purely regional show relates to petro- 
leum and chemicals. 


® Design Engineering Show—April 30-May 3, Chicago. 


® American Society of Tool & Manufacturing Engineers Engineering Con- 
ference & Exposition—May 7-11, Cleveland. The newest in products, proc- 
esses, and concepts. 


MATERIALS HANDLING. Trucks, pallets, conveyors, etc. The Mate- 
rials Handling Institute continues in its program of regional shows. 


® Great Lakes Show—June 19-21, Detroit. 
® Southwest Show—Nov. 14-16, Dallas. 


MAINTENANCE. Emphasis this year shifts more heavily toward the 
management aspects of the function of maintenance. 


® National Plant Engineering & Maintenance Show & Conference—Jan. 


22-25, Philadelphia. 


VENDING. The world’s largest showing of vending equipment, products, 
and allied services will tie-in with workshops, discussions, and papers. 


® National Automatic Merchandising Assn. Convention—Oct. 28-31, Chi- 
cago 


Here’s your weekly guide to... 
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Copy Equipment 
Combines Two Processes 


Bottom section of office copier contains an 
exposure unit that converts to diazo or 
photocopy at the flick of a switch, along 
with a complete diazo processing unit. The 
top half is a complete photocopy processing 
unit. The equipment handles materials 11 
in. wide at processing speeds of 12 fpm. 
Photocopy unit also makes translucent 
masters for diazo duplication. 

Price: $425. Delivery: immediate. 

Charles Bruning Co., Mt. Prospect, Ill. 
(PW, 10/16/61) SIC +3861 


Transistor 
Has Low Saturation Voltage 

Nine germanium epitaxial mesa transistors 
for use in high-speed logic circuits incorpo- 
rate high-temperature materials to increase 
reliability. Saturation voltage is less than 
0.2 v. at 10 ma. with a gain bandwidth of 
600 mc. Operating temperature is —65 to 
+100 C. All-welded TO-18 cases are 
hermetically-sealed. 

Price: $1.60 to $8.20/each (in quantities 
of 100). Delivery: immediate. 

Raytheon Co., 150 California St., New- 
ton, Mass. (PW, 10/16/61) SIC +3679 


Oscillograph 
Takes Little Rack Space 


Oscillograph fits 24 direct-recording chan- 
nels into 7 in. of rack height and also comes 
for table or bench use. Front-panel controls 
permit pushbutton selection of any of 12 
recording speeds and traces are recorded at 
writing speeds well in excess of 50,000 ips. 

Price: $3,000 to $3,500. Delivery: imme- 
diate. 

Minneapolis-Honeywell Regulator Co., 
5200 E. Evans Ave., Denver 22, Colo. 
(PW, 10/16/61) SIC +3611 


Heavy-Duty Drill 
Is Lightweight Tool 


Heavy-duty, 2-in. drill is 4 in. shorter 
than most other industrial units and weighs 
about 5 Ib. less. It has a capacity of 4% in. 
for steel and | in. for wood and maintains a 
750-rpm. speed for all-around drilling. The 
motor is 3.6 amp. The chuck is designed 
flush with the gear case permitting use in 
hard-to-reach places. 

Price: $59.50. Delivery: immediate. 

Rockwell Mfg. Co., 400 N. Lexington 
Ave., Pittsburgh 8, Pa. (PW, 10/16/61) 

SIC +3548 


Pushbutton Control 


Saves Space 


Control unit has a single button that is 
pulled to start and pushed to stop. It can be 
installed in any standard one-hole enclosure 
—saving space—and takes less wiring time. 
Models are available in 115 v. or 230 v. 
with a variety of illuminating operating 
lenses in six different colors. 

Price: $17. Delivery: immediate. 

Mackworth G. Rees, Inc., 1573 E. Forest 
Ave., Detroit 7, Mich. (PW, 10/16/61) 
SIC +3622 
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Price data that accompany each product description are list or 
approximated prices supplied by manufacturers. Unless otherwise 
noted, prices quoted are for the smallest quantity that can be ordered. 


New Products 


Purchasing Week’s 


Automotive Perspective 


October 16, 1961 


Photocopy Machine 
Takes 14-in. Widths 


Photocopy machine accepts originals up 
to 14 in. wide, producing black-and-white 
copies of all written, drawn, pencilled, typed, 
and stamped originals of any color. A dis- 
posable plastic cartridge contains all neces- 
sary chemicals and eliminates the need for 
direct handling of the developer. All controls 
are push-button. 

Price: $149.50. Delivery: immediate. 

Photek, Inc., Providence, R. I. (PW, 
10/16/61) SIC +3861 


Paper Cutter 
Meets Office Needs 


Paper cutter designed for office use is an 
electric unit driven by a ¥2-hp., 110-v. a.c. 
motor. The cutting knife is 15% in. wide 
and cuts stacks of paper up to 2% in. thick. 
Table space in front of the knife bar is 94% 
in. X 24% in. When the knife needs adjust- 
ing, a simple turn of a knob raises or lowers 
it without the need for tools. 

Price: $650. Delivery: immediate. 

Michael Lith Sales Corp., 145 W. 45th 
St., New York 36, N. Y. (PW, 10/16/61) 

SIC +2789 


Tube Bender 


Has Double Action 


Bender for hard or soft tubing of up to 
¥e-in. O.D. works in normal manner for up 
to 90 deg. For sharper bends, the pivoted 
handle is lifted and repositioned at the start- 
ing point. A scale on the body lets the user 
read degree of bend at all times and the 
handle scale permits easy fixing of distance 
from end to center of bend. 

Price: $11.35. Delivery: immediate. 

Imperial Eastman Corp., 6300 W. How- 
ard St., Chicago 48, Ill. (PW, 10/16/61) 

SIC +3542 


Epoxy Adhesive 


Mixes by Equal Parts 
Room-temperature curing epoxy for high- 
strength industrial use is a 1:1 by-volume 
mixture. It can be applied by spatula, brush, 
two-part epoxy spray equipment, etc., to a 
wide range of surfaces and has produced 
metal-to-metal bonds with a yield up to 
3,500 psi. 
Price: approx. $11.75/gal. Delivery: 
immediate. 
Rubber & Asbestos Corp., 225 Belleville 
Ave., Bloomfield, N. J. (PW, 10/16/61) 
SIC +2821 


Pipe Vise 
Holds up to 2-in. Pipe 


Yoke-hinged pipe vise comes in two sizes, 
one for ¥s- to 1'4-in. pipe and the other for 
¥g- to 2-in. pipe. The bench vise is made of 
shockproof malleable iron parts with large, 
replaceable jaws of hardened steel. Malle- 
able parts are finished in red baked enamel. 
and machined parts are plated. 

Price: $8.75 and $13.30. Delivery: im- 
mediate. : 

Beaver Pipe Tools, Inc., Warren, Ohio. 
(PW, 10/16/61) SIC +3545 


(Editor’s note: Following is the last in a series of columns discussing 
highlights of the 1962 model cars with emphasis on their fleet char- 
acteristics. Today’s column focuses on the executive type models where 
prestige ranks on a par with durability and mechanical features.) 


Chrysler Imperial 
This fine automobile has received a fairly extensive facelift but 
mechanically is practically unchanged from last year. 
A favorite of executives is the LeBaron Town Sedan which offers the 


privacy of brougham without quite so much sacrifice on visibility. Three 
other varieties of four-door sedans as well as coupes and convertibles are 
also available. In addition, Imperial traditionally has Ghia of Turin fashion 
a dozen or so limousines on a long wheelbase each year for those who are 
willing to pay ($20,000 upwards) for a truly unique automobile. 
Imperial is the only Chrysler make to retain chassis construction. New 
this year is a seven-stage, dip-spray corrosion protection treatment. 
Summary: Engine—413 cu. in., 340 hp. V-8 only. Gasoline—premium. 
Basic dimensions—wheelbase 129 in.; over-all length 227.1 in.; headroom 
38.9 in.; trunk capacity 17.8 cu. ft. Tires—8.20 x 15. Special maintenance 


features—32,000 mile lube, 4,000 mile oil change. Useful fleet accessories 
—air conditioning, power assists. Price—$4,481,* 


Lincoln Continental 
“Change for the sake of change will not be a characteristic of this luxury 
automobile,” Lincoln Gen. Mgr. Ben D. Mills recently stated. “Instead of 
a different looking car for each year, our goal is to make changes that 
will help us build as perfect a luxury automobile as possible.” 
Few outside experts would condone a change, for in their opinion the 
styling of the current Lincoln is as close to classic as any car made in America. 


An example of the attention paid to detail is rubber-coating of the power- 
window motors so that they will not rust. Over 250 Ib. of galvanized steel 
is used in the unitized body construction, in addition to almost total 
immersion in primer. 

As with Cadillac, power brakes, steering and windows, radio, heater, 
automatic transmission—normal accessories—are standard equipment on the 
Lincoln, which is available in four-door sedan and convertible form. 

Summary: Engine—430 cu. in., 300 hp. V-8 only. Gasoline—premium. Basic 
dimensions—wheelbase 123 in.; over-all length 213 in., headroom 38.5 in.; 
trunk capacity 22.9 cu. ft. Tires—9.00 x 14. Special maintenance features— 

24 month/24,000 mile guarantee, 30,000 mile lube, 6,000 mile oil change, two- 

year antifreeze. Useful fleet accessories—everything but air conditioning stand- 

ard. Price—$5,565.* 


Checker 


Few people realize that Checker is marketing, on a modest scale, a 
“civilian” model of its well known taxi cab and thus is competing with the 
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Memorandum Book 
Permits Cross-indexing 


Loose leaf memorandum book with alpha- 
betical index is designed for a wide variety 
of entries and has a monthly section that 
permits cross-indexing of entries needing 
attention regularly through a number of 
years. It is offered on a 30-day trial basis 
and has separate pages for the compilation 


Identification-Photo Camera 


Offers Format Choice 


Polaroid identification-photo camera de- 
livers prints in 10 sec. and permits selection 
of any of six formats with only minor ad- 
justments. The system includes camera, 
wink light, tripod, positioning bar panel, 
numbers, and Potra lens. 


of special lists. 


Get all the advantages—find out how much 
faster—better—you can do with Inland Ledloy” 
steels. Go ahead...we mean it...clobber it! 
@ Push your machines as far as they'll go, 
then see for yourself—speeds and feeds like 
you've never seen before—the easiest tolerance 
control you’ve ever had—greater production 
per tool change than you ever thought possible. 
Wi Inland pioneered in the production of leaded 
steels—has worked hand in hand with metal- 


Price: $12.50. Delivery: immediate. 
Dawn Crafts Co., P. O. Box 1679, Buf- 
falo 16, N. Y. (PW, 10/16/61) SIC +2782 


working shops to achieve the finest, most 
machinable steels in the world. Send today for 
your free copy of the booklet, “Properties of 
Ledloy Steels,” and be sure you use Inland 
Ledloy leaded steels—you can count on them be- 
cause they’re backed up by more than 20 years 
of continuous research, development and 
practical experience. Ledloy steels are avail- 
able from your Cold Drawer or your local Steel 
Service Center. 


LEDLOY STEELS CAN TAKE IT! 


the world’s most machinable steels INLAND STEEL COMPANY 


30 West Monroe Street - Chicago 3, Illinois 
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Price: $605. Delivery: immediate. 

Fairchild Camera & Instrument Corp., 
580 Midland Ave., Yonkers, N. Y. (PW, 
10/16/61) SIC +3861 


Cutting Attachment 
Prepares Plate Edges 


Plate edge preparation unit 
uses standard machine cutting 
torches with acetylene, natural 
gas, or propane and can cut 
straight edges, single or double 
bevels, and bevels with a nose. 
Including torches and nozzles, it 
is 45 in. high and has a 20-in. 
base. Cutting nozzles float freely 
as a plate-riding wheel moves 
over the work surface maintain- 
ing proper nozzle-to-workpiece 
distance regardless of surface 
contours OF waves. 

Price: $1,600. Delivery: im- 
mediate. 

Linde Co., 270 Park Ave., 
New York 17, N. Y. (PW, 10/ 
16/61) SIC +3541 


Fe is 
Mower 
Operates Full 8-hr. Day 
Heavy-duty, 21-in. lawn mow- 
er is designed to deliver a full 
8 hr. of fatigue-free operation. 
The 70-lb. rotary unit has a 3.5- 
hp. engine and 5-qt. fuel tank, 
and cuts grass to a height rang- 
ing from | in. to 4% in. It has a 
spiral grass chamber for vacuum- 
clean mowing, a right-hand dis- 
charge, and hinged chute deflec- 
tors. Optional equipment in- 
cludes a grass-bagging kit and 
heavy-cut no-lift blade. 
Price: $129.95. Delivery: im- 
mediate (after Feb. 15). 
Toro Mfg. Corp., 3016 Snel- 
ling Ave., Minneapolis, Minn. 
(PW, 10/16/61) SIC +3522 
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Components 


Comes in Kits | 


Semiconductor component kits | 
provide designers with working | 
quantities of spheres, washers, | 
rings, pallets, base tabs, and 
foils. Nine kits are available with | 
spheres, four with specialized | 
stampings, and three with foils | 
and clad metals. Elements in-| 
clude gold, tin, lead, selenium, 
indium, silver, aluminum, and a_| 
variety of alloys. Special kits are | 
also available for microwave de- | 
vices and tunnel diodes. 

Price: $18.50 to $175. De- 
livery: immediate. 

Semi-Alloys, Inc., 20 Mac- 
Questen Pkwy., Mount Vernon, 
N. Y. (PW, 10/16/61) | 

SIC +3679 


Felt-Tip Marker 


Handles Like a Pen 


Felt-tip marker is designed 
with a long and slender barrel | 
for easy handling in marking, ad- 
dressing, checking, art work, and | 
similar applications. It is avail- | 
able in eight colors—black, red, | 
blue, green, orange, yellow, | 
brown, and violet—with color- | 
coded plastic caps to match the | 
inks that are contained in one- | 
piece, leakproof reservoirs of 
aluminum. Markings are fast- 
drying and water-proof. | 
Price: 79¢. Delivery: imme- | 
diate. 

Blaisdell Pencil Co., Beth-| 
ayres, Pa. (PW, 10/16/61) 

SIC +3953 | 


October 16, 1961 


Pressure Relief Vent 
Works on Bulk Storage Tanks 
Emergency pressure relief vent designed to 
minimize pressure losses and insure safer 
operation of bulk storage tanks comes in 6- 
and 10-in. sizes. It has a double flame ar- 
resting screen and built-in pressure relief 
top that operates automatically at 10 oz. of 
pressure, and at 200 F the vent is fail-safe. 
Price: $64.75 and $224. Delivery: im- 
mediate. 
OPW-Jordan Corp., 6013 Wiehe Rd., 
Cincinnati 13, Ohio. (PW, 10/16/61) SIC 
#3999, 


Hand-Operated Hoist 
Lifts 1,000 Ib. 


Lightweight, hand-operated hoist lifts as 
much as 1,000 Ib. with a 12-lb. force. It is 
self-locking, comes with a 4-ft. length of 
chain and swivel hooks, and—for added 
safety—it also has an integrated anti-vibra- 
tion lock. The unit is lubricated and sealed 
for lifetime use. 

Price: $49.50. Delivery: 2 to 3 wk. 

Lloyd B. Cogswell Mfg. Co., Inc., 362 El 
Paso St., Springfield, Mass. (PW, 10/16/61) 

SIC +3536 


This Allen screw passes 
multi-million-cycle test 
under high load conditions 


Here you see a competitive socket-head cap screw where thread 
laps and deep decarburization (lighter area running through roots of 
threads) caused premature failure of the screw. When used under 
high load conditions in an outboard crankshaft-connecting rod-piston 
assembly, such a screw failure would cause great motor damage. 


BAKELITE MOUNT 


PHOTOMICROGRAPH OF ALLEN CAP SCREW THREAD 


50X Magnification—unretouched 


Now look at this Allen Socket Cap Screw. Photo was taken during 
regular quality control test and shows no thread lap or decarburization. 
Allen is producing to and inspecting in accordance with MIL-B-7838A 
for thread discontinuities—your assurance of quality! 


‘PRODUCT QUALITY ASSURANCE 


PQA is the symbol of unquestioned quality at 
Allen. It stands for constant quality control from 
rigid upgrading of incoming raw materials to ship- 
ment of finished products—plus an unconditional 
guarantee that backs up every order! 


knows ALLEN products. And he makes ALLEN 


Quality checks like the one illustrated confirm 
PQA every step of the way through Allen’s manu- 
facturing process. Remember... it costs no more 
to have genuine Allens right from stock, and they 
are only a minor fraction of your assembly costs. 


Genuine ALLEN products are available only 

a through your ALLEN Distributor. He maintains 
6 complete stocks close by to help cut your (a [ EN 
gs freight costs, inventory, warehousing and han- Adit 1s 
S iF. dling. He offers fast, single-source service. He a CH D 


Engineering Service available to you any time MANUFACTURING COMPAN Y 


Call him! 


HARTFORD 1, CONNECTICUT, U.S.A. 


Plant at Bloomfield, Connecticut ¢ Warehouses in Chicago, Cleveland and Los Angeles 
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Automobile Desk 


is All-Around Driving Aid 


Portable wire frame for automobile use 
serves as a convenient desk for use by the 
driver while at the wheel. It hinges over the 
back of the front seat and includes a holder 
that can be used to support a clipboard for 
convenient writing and note-taking. A tray 
section includes compartments for maps and 
small packages. 

Price: $6.95. Delivery: immediate. 

Companion Specialties Co., P. O. Box 


Rectifier 


Has Low Firing Current 


Silicon controlled rectifier features firing 
current of 5 ma. at 100 C and microsec. 
switching speeds. One series, rated at 10 
amp. over a PRV range of 25 v. to 400 v., 
operates at from —40 C to +100 C. The 
16-amp. series operates at from —65 C to 
+125 C. 

Price: $11.25 to $75/each. Delivery: 
immediate. 

International Rectifier Corp., 233 Kansas 


St., El Segundo, Calif. (PW, 10/16/61) 


13432, Houston 19, Tex. (PW, 10/16/61) 
SIC +3629 


SIC +3481 


THE FIRST REAL 
IMPROVEMENT 
IN POST BINDERS 

IN 50 YEARS 


Water Supply 


Maintains Critical Temperatures 


Portable water supply holds 
temperature of heat exchange 
water to +1 F for optimum oper- 
ation of critical equipment and 
processes. Uses include accurate 
maintenance of “cold plates” of 
computer systems and fast warm- 
up of equipment such as elec- 
tronic components and injection 
molding dies. It supplies up to 
1 kw. of heat or cooling up to 
1% kw., has a 2-gal. tank, and 
pumps up to 2.7 gpm. at 55 psi. 

| Size is 28 in. x 22 in. x 15 in. 
Cycolac a Price: $3,300. Delivery: 6 wk. 
Housing r Astro Dynamics, Inc., Second 
' | Ave., Northwest Industrial Park, 
| Burlington, Mass. (PW, 10/16/ 
61) SIC +3822 


ace ene Seas at 
- a nen 


Rubber End Caps Vinyl-Guarded Covers 


a 


WILSON JONES ‘‘CYCOLOK” BINDERS USE MODERN PLASTICS 


From the best of modern plastics, Wilson Jones _— clean and fresh-looking. RUBBER end caps pro- ‘Ball Valve 
creates the world’s finest post binders.CYCOLAC*, _—_ tect desk and filing cabinet tops. Metal hinges. 
a tough, strong plastic, replaces old-fashioned 

metal tubing...gives these binders a lightweight, All these extras are yours at no increase in price. 
indestructible housing for the improved locking Two popular models: RAVEN, in vinyl-guarded 
mechanism. Retains a smooth, unscuffed appear- black Levant simulated leather; and NOMAD, in 


Takes Pressure to 1,500 Psi 
| Ball valve designed for socket 
| welding or seal welding in the 
| pipe line comes in %4- to 2-in. 
| units in carbon or alloy steels for 


ance for years. vinyl-guarded blue canvas. Order them today at | pressures up to 1,500 psi. and 
Stiff, sturdy covers are VINYL-GUARDED to take _—your stationery supplier. Ask to see the most |temperatures from —40 F to 
years of hard wear, without showing it. They stay modern post binders made. «87M of Borg Warner Co. '_+400 F. Ball seal and stem 


packing are Teflon and the seal- 
| welded body joint eliminates the 
need for a gasket. Applications 
{include combustible, hazardous, 
| or toxic materials, and cases such 
| as vacuum service where leakage 
Available in Canada: Wilson Jones Company (Canada) Ltd., 7 Ingram Drive, Toronto 15, Ont. cannot be tolerated. 
Price: $10.85 to $121.06. De- 
livery: immediate. 
Pacific Valves, Inc., 3201 Wal- 
| nut Ave., Long Beach 7, Calif. 
(PW, 10/16/61) SIC +3494 


WILSON JONES 


209 S. JEFFERSON ST., CHICAGO 6. + NEW YORK + BOSTON - ATLANTA - SAN FRANCISCO 


© 1961, W. J. Co 
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Industrial Fork Trucks 


Counterbalanced—This type is de- 
signed primarily for stacking opera- 
tions and is used also for short hauls 
of up to 500 ft. It handles pallet loads 
of from 1,000 lb. to 100,000 Ib. in 
cantilever fashion in front of the truck. 
Depending on location of the driver, 
counterbalanced trucks are classified as 
center-control, sitdown; center-control, 
standup; and end-control, standup. 

Outrigger—The outrigger is a varia- 
tion of the counter-balanced truck and 
tiers pallet loads of 1,000 lb. to 
4,000 Ib. It has outrigger arms to pre- 
vent the truck from turning over and is 


Label Maker 
Embosses Vinyl Strip 


Tool produces labels from *%-in. wide 
vinyl strip that is self-adhering. The user 
selects letters and numbers with a plastic 
dial and presses the handle to emboss raised 
white characters on the strip which comes in 
a choice of ten colors. The magazine-fed 
tape then is trimmed to exact size with a 
built-in, cut-off blade. 

Price: $24.95. Delivery: immediate. 

Dymo Industries, Inc., 2950 Seventh St., 
Berkeley, Calif. (PW, 10/16/61) 

SIC +3569 


Spray Gun 
Coats Intricate Shapes 


Hand spray gun working on 
electrostatic principle coats intri- | 
cate shapes within the influence 
of the electric field with plastic 
or enamel powders. The genera- 
tor develops 90,000 v. at 0.2 ma. 
Power consumption is 100 w. 
After spraying, subsequent proc-; 
essing by heat or baking bonds'! 
the powders into a smooth coat. 

Price: $1,700 (spray gun) and 
$450 (powder reservoir). FOB 
Grenoble, France. Delivery: 90 
days. * 

Sames, 30 Broad St., New| 
York, N. Y. (PW, 10/16/61) ' 

SIC +3561 


long life. WRITE FOR BULLETIN NO. AD 6143. 


Relief Valve 
Handles up to 300 psi. 


2212 Santa Fe Avenue, Los Angeles 54, California 
512 Allen Street, Jamestown, N.Y 
1712 Oxford East, London, Ont., Canada 

Diaphragm-actuated relief valve 
for gas, oil, and water service 
at temperatures below 180 F 
offers four pressure ranges: 5 
to 55 psi., 20 to 70 psi., 35 to 
90 psi., and 100 to 250 psi. The 
single-seated, spring loaded unit 
is available in six sizes from 2 
in. to 2 in. with a cast iron body 
and trim of nickel alloy or stain- 
less steel and is tight closing at 
pressures to 300 psi. 

Price: $90 ('2 in.) to $182 
(2 in.). Delivery: immediate. 

Atlas Valve Co., 280 South 
St., Newark 14, N. J. (PW, 
10/16/61) SIC +3494 


Compare for weight! 1”-drive PROTOLITE’ 
wrench weighs 43% less than the 1”-drive 
steel wrench, while length, leverage, and 
torque performance are the same for both. 


PROTOLITE 


WATCH FOR THE 


INTRODUCTION OF OTHER PROTOLITE 
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NOW AVAILABLE - from your 
PROTOLITE® reversible ratchets in ae 1 


NOW FOR RAND TOOLS 


NEW! PROTOLITE high strength forged aluminum alloy tools use modern 
metallurgy to make the mechanic’s job easier. Only Proto has them! This 


special heat-treated forged aluminum alloy: has proved itself in aircraft and 


LUE, 


LIGHT-WEIGHT TOOLS 


designed for use where maneuver- 
ability and short over-all length permit 
stacking in extremely narrow aisles and 
operation in close quarters. 

Reach Type—tThis variation of the 
outrigger has forks that travel forward 
to reach out, engage the load and lift it, 
and retract to the mast for travel. It is 
designed for operation in narrow aisles 
and congested areas and it comes in 
capacities of 2,000 Ib. to 4,000 Ib. 
Because the base forks do not enter 
rack sections, it can be used with any 
existing rack installation. (PW, 10/ 
16/61) 


al 


Proto supplier: 


square drive 


. missiles for combined light weight, strength and durability. 
: LIGHT! 43% less weight than standard steel tools. It means easier handling, 
. less fatigue, especially on long jobs or in awkward positions. 
STRONG. Exceeds Federal torque performance specifications for steel ratchets: 
the 34"-drive wrench turns 1600 lbs./ft.; 1”-drive wrench, 3000 Ibs./ ft. 


Standard Proto ratchet mechanism and square drive made of alloy steel for 


” di. * 


PROTOsTOOLS 


PRO To 


ey 
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characteristics. 


SILICONE NEWS from Dow Corning 


Frozen...boiled... battered 


traditional Big Three for the limousine market. Checker’s roomy, rugged 
S-passenger car can be decked out in a choice of vinyl or broadcloth 
upholstery. The paint options offered to taxi fleet customers are, of course, 
more subdued when the car competes for the regular limousine market. 

The U.S. Dept. of State thinks well enough of Checker limousines to 
recommend them for use in certain embassies overseas where durability. 
lack of pretentiousness, and ability to operate on regular gas are desirable 

Service is available in any city where Checker cab fleets operate, 
tional dealers are being added daily. Other attractive features are 
ness and an unusually low price. Checker bills its product as the 
mile car, and can point to 40 years of fleet experience to back this claim up. 


*200,000” 


226 


Summary: Engine 


Automotive Fe co rspecti ve 122 hp. OHV six optional. Gasoline—regular. Basic dimenisons—wheel. 


base 120 in., over-all length 199.5 in., headroom 38.7 in., trunk capacity 


(useable) 22.5 cu. ft. Tires—6.70 x 15. 


cu. in., 80 hp. L-head six standard; 226 cu. in 


Special maintenance features 


conventional service intervals. Useful fleet accessories—Hydra-Matic trans- 
mission, power steering and brakes, 40 amp generator and 80 amp battery. 


Price—$2,542.42 


and addi- 
compact- 


Cadillac 


Silastic — the off-the-shelf rubber 
for designers with uncommon problems 


LOX chilled but flexible. Silastic®, the Dow Corning 
silicone rubber, has been used for between-stage gaskets 
on missiles fueled with liquid oxygen. That’s because 
Silastic stays rubbery to temperatures as low as —130F, 
resists compression set and the adverse effects of 
prolonged storage. 


Boiled to be bitten. Baby bottle nipples made of 
Silastic withstand repeated boiling and biting. There’s 
no cracking or melting. Since Silastic withstands temper- 
atures of 500 F, boiling water is like a baby’s bath. Then, 
too, chewing and flexing after repeated thermal cycling 
has little effect on Silastic’s strength or rubberiness. 


Battered and bruised. The front and rear crankshaft 
seals of this rugged truck V-8 are made of Silastic. That’s 
because Silastic stays rubbery, maintains a positive tight 
seal capable of taking a beating even when oil temper- 
atures reach 270 — 280 F and crankshaft speeds reach 
1000 rpm. For a tough elastomer with excellent resistance 
to engine oil, what better material than Silastic? 


Silastic can be custom-engineered by most rubber com- 
panies into parts to meet your specs. These fabricators 
also carry such components as o-rings, gaskets, tubing 
and similar commercial items in various sizes and shapes 
as factory stock. 


For full information and list of rubber com- 
panies offering Silastic, write to Dept. 7522b, 
Dow Corning Corporation, Midland, Michigan. 


& Dow Corning 
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The name Cadillac to business- 
men is much more than just a 
well-publicized status symbol. To 
illustrate, Carey Limousine Serv- 
ices of New York operates 100 
of them and has found that it can 
average up to 135,000 miles per 
car in two years without major 
repair. The cars can be resold at 
a premium, and the new operator 
can expect another 100,000 miles 
of economical operation. They 
are finally resold a third time to 
fill in six years of commercial 
service. 

The 1962 Cadillac is available 
in 12 body styles. Best bet for 
business purposes are the shorter 
two- and Park Avenue four-door 
sedans. 

This is a year of detail refine- 
ment for Cadillac. The 325 
horsepower engine remains un- 
changed, but there is an interest- 
ing improvement in the brakes. 
There is a separate hydraulic 
‘system to both front and rear 

wheels, so should one fail, the 
| other is still there to bring the car 
to a stop. Another detail worthy 
of note is an automatic light in 
‘each front fender that shines a 
bright spot in the direction of 
|turning. A 26-gal. gas tank is a 
| further useful change. Fins are 
/continued for those who wish 
to be individualists—no other 

American car has them these 
| days. 

Summary: Engine—390 cu. in., 325 
hp. V-8 only. Gasoline—premium. 
Basic dimensions—wheelbase 129.5 
in. for all models except limousine 
| which is 149.8 in.; over-all length 
ranges from 215 in. to 242.3 in.; head- 
room 38.3 in. in most models, trunk 
capacity 11.41 cu. ft. (useable). Tires 
8.00 x 15 on most models. Special 
maintenance features—lifetime chassis 
lube. Useful accessories—air condi- 
tioning, practically everything else is 
standard. Price—$4,769.* 

* Estimated prices are pro- 
jected for cheapest models in line 
and exclude transportation, han- 
dling charges, taxes and optional 
equipment. 

—Don MacDonald, 
McGraw-Hill 
| Detroit Bureau 


Sparton Corp. to Close 
Conveyor System Plant 
Struck by Steelworkers 


Detroit—Sparton Corp. has 
closed its Detroit plant for mak- 
ing conveyor systems—perhaps 
permanently. 

A company official said Spar- 
ton “has not been doing well in 
the extremely competitive con- 
veyor market.” Company direc- 
tors are expected to meet soon to 
|decide whether to remain in the 
|conveyor business, he said. 

The Detroit plant was struck 
Sept. 19 by the United Steel- 
workers Union in a dispute over 
| fringe benefits. 
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DISCUSSION GROUP: In one of 
Rexford G. Wessells (standing), 


the District of Columbia, talks about vendor evaluation. 


(Continued from page 1) 
several fields since the Philadel- 
phia electrical equipment indus- | 
try indictments earlier this year. | 

Several communities reported 


competition on rock salt bids for | 


the first time in five years—with 
savings of 13% to 44%. Others 
said electrical equipment prices 
were down 30% to 40% in some 
categories. Drugs, chemicals, and 
building supplies also have been 


affected, governmental buyers 
said. 

Arthur C. Woerpel, of Dade 
County, Wis. said he thinks 


New NIGP President 


Verne O. Gehringer, San 
Diego (Calif.) County pur- 
chasing agent, moved up from 
first vice president to succeed 
Philadelphia’s procurement 
commissioner, Otto R. Winter, 
last week as new president of 
the National Institute of Gov- 
ernmental Purchasing. 


“P.A.’s are more hep. I really 
believe the line can be held.” 

An NIGP resolution promised 
assistance to Justice Dept. in- 
vestigators in detecting and 
correcting off-color bidding situa- 
tions. Another resolution com- 
mended the National Institute of 
Municipal Law officers for its 
efforts in assisting municipalities 
in assessing damages and seeking 


restitution in the electrical bid- 
rigging Cases. 
Brice W. Rhyne, NIMLO 


counsel, reported that more than 
300 cities now plan to file triple- 
damage suits against 29 firms in- 
volved in the Philadelphia cases 
and that all complaints will be 
filed before Jan. 1, 1962. 

On the basis of processed re- 
turns from 100 communities, 
Rhyne said, total damages have 
been estimated at $260-million, 
a total that could be tripled under 
Sherman Act provisions. Rigged 
bidding on electrical equipment 
raised costs on municipal pur- 


chases by 10% to 50%, he said. 
‘Expert Persuaders’ 
Rhyne said electrical com- 


panies were trying to discourage 
law suits. He charged that “three 
or four of the largest have 
divided up the country and or- 
ganized task forces” to go from 
city to city urging them not to 
sue. Rhyne said these “expert 
persuaders” so far have called 
on 400 cities. 


In detailing its new reporting | 
government 


system, the federal 
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many such seminars, 
procurement officer in 


said it would start next month 


with 50 states, and some 2,000 | 


PRODUCT SHOW: A total 
hibited their wares to 1,200 NIGP conference-goers. 
Products on view ranged from dental floss to police cars. 


Pro-D, Foreign Buying Also Top NIGP Issues 


cities, counties, state universities, | 


and other municipal units. Later, 
the reporting program will ex- 
pand to include up to 100,000 
| local government units on special 
|surveys. Atty. Gen. Robert F. 
| Kennedy said he hoped the activ- 
ity would have both a deterrent 
effect and would provide data for 
antitrust action. 


Certification Gains 


On the subject of “certifica- 
tion,” outgoing NIGP president 
Otto R. Winter reported gains 
made during the past year “to- 
ward our goal of professionaliza- 
tion” and said Chicago P.A. John 
Ward was heading a committee 
that will devise a plan “to estab- 
lish requisites for a professional 
public purchasing executive on a 
national basis.” .Ward’s com- 
mittee will work with its British 
counterpart which, Winter said, 
“has developed a professionaliza- 
tion program that has meaning, 


| 


” 


distinction, and dignity in it. 
NIGP officials also reported 
on two other projects with long 


|range significance for the public | 


buyer. 
@ A system of priority on) 
federal surplus goods’ under | 


which state and local buyers| 
would receive first crack at avail- 
able merchandise at a “fair 
price.” 

@ A single federal claimant | 
agency that would serve as a| 
clearing house of information 
and materials in event of war- 
time disaster. 

Washington attorney Laurence 
A. Knapp, at one of the closing 
seminar sessions, appealed for 
opposition to “Buy American” 
activities. He argued that nar- 
rowly nationalistic economic 
aims only enhance Communistic 
aims to strangle Western trade 
and growth. If a foreign product 
represents a be better buy, he 
urged P.A.’s to go ahead and 
buy it. 


Speedier Tax Write-Offs Granted 
On Textile Production Equipment 


(Continued from page 1) 


tion. But in practice Bulletin F 


Treasury Dept. bulletin F, which has been the bible that’s more 
hasn't been updated since 1942 often followed than not. Bulletin 
many items of textile equipment | F is based mostly on the physical 
had to be written off over 25 to! life of the equipment—that is, 


40 years. These can now be 
written off in 15 years. Finishing 
equipment, which generally was 
amortized over 15-20 years, can 
now be written off in 12. 

The new ruling applies mostly 
to new purchases, but the Ad- 
ministration says it expects to 
make adjustments to taxpayers 
on the remaining useful lives of 
equipment now in use. 

White House and Treasury 
Officials agree that the decision is 
a break-through for more liberal 
depreciation allowances, which 
industry has sought for years. 
What Kennedy has done is ap- 
prove a changed basis for cal- 
culating the tax life of a piece of 
capital goods, which is what de- 
termines how much a company 
can deduct from its tax bill each 
year. Legally a company is en- 
titled to recover the cost of the 
production equipment over its 
useful life. 

Under the present theory, the 
“average useful life” of a piece of 


|equipment is something that is| 


decided by a revenue agent on the 


how long it could be kept pro- 
ducing before it is worn out. 

Now the Administration _ is 
agreeing with the position of 
many industry tax experts that a 
piece of equipment may become 
obsolete and have to be junked 
long before it falls apart. Com- 
petition from companies with 
more efficient equipment means 
they can produce at lower cost, 
and this means in turn that in 
order to keep up, other firms 
must invest in new equipment 
whether the old machinery is 
worn out or not. 

A company buying $100,000 
worth of looms under the new 
decision can deduct $6,666 per 
year for 15 years, if it is using 
straight-line depreciation; under 
the old ruling, it could deduct 
only $4,000 a year. If a company 
uses one of the faster deprecia- 
tion methods — which permit 
write-offs of two-thirds of 
cost in one-half the life—it can 
recover $66,666 in 714 years 
under the new rule, as against 
12% 


basis of a company’s presenta-| ing. 
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of 114 manufacturers ex- 


the | 


years under the older rul- 


Governmental P.A.'s Adopt New Sentry System for Rigged Bids 


INFORMAL SESSION: N. J. municipal buyers (clockwise) 
George Carter, Frederick Bunker, J. P. Reilly, Robert Drew, 
John Flaker, and G. E. McMillen talk shop at NIGP meeting. 


Purchasing Week’s 
Purchasing Perspective 


(Continued from page |) 
ment, state and local governments currently buy seven times more 
goods and services than all federal agencies. 


@ The McGraw-Hill Economics Dept., in a report underscor- 
ing the lift state and local governmental spending gives to the 
economy, points out that this year, for the 16th straight year, 
state and local purchases will hit a record high—up from $8.1- 
billion in 1945 to more than $51-billion in 1961. 


The chart below illustrates how the state and local govern- 
ment has been accounting for an increasingly larger share of the 
gross national product—from only 4% a decade and a half ago to 
nearly 10% now. 
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Critics of government contend, of course, that in state and 
local government we may have too much of a good thing. They 
say efficiency does not always prevail when 50 states, 3,047 
counties, 34,381 cities and towns, and more than 54,459 special 
districts such as schools, parks, and other local units—often with 
overlapping responsibilities—spend their money. 


But spend it they do, in ever increasing amounts; and the 
fact that taxpayers receive as much value as they do can be 
credited in large measure to the professional efforts of the NIGP 
members who met for their annual conference last week. 


What’s more, business cannot ignore the over-all effects of 
this spending. The chart above indicates that when general 
business activity slacked off state and local spending kept on 
climbing, lending some measure of strength and stability to gen- 
eral income and employment levels. 


Taxes levied by state and local units are perhaps the most 
tender spots for general business. Virtually every state has a 
sales, personal income, or corperation tax—and even with these 
levies, expenditures still remain ahead of receipts. Where there 
are deficiencies, borrowing and federal grants take up the gap. 


The end is not yet in sight. McGraw-Hill economists sum the 
future up this way: Local spending—as long as there are children 
to educate, roads to build, and property to protect—will move 
right along with our expanding population, our increasing urban- 
ization, and our improving standards of living. State and local 
purchases of goods and services will steadily advance through the 
1960's, up to $78-billion by 1970 or about 10% of the projected 
gross national product. And this is a rock bottom forecast. 
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(Continued from page 1) 
example, comparing the short 
supply situation of a year ago and 
the present plentiful market situ- 
ation. 

“This has a downward effect 
on price which is all good for the 
P.A.,” Pugh said; but he pointed 
out that you “can’t disregard ob- 
ligations to suppliers who kept 


you going when things were| 
rough.” 
Neither can “you afford to 


overlook the possibilities of bet- 
ter deals elsewhere,” he added. 
“Multiply this situation by the 
number of chemical raw mate- 
rials coming into over-supply and 
you have problems. The buyer of 
chemicals must be one part pre- 
dicter, one part juggler, and at 
least one part lucky.” 


Need to Project 


Other buyers also pointed to 
the need to project buying re- 
quirements on a long term basis. 
But varying views were expressed 
on efforts of some companies to 
put purchasing and marketing 
functions under a single depart- 
ment head (PW, May 22, p. 1). 

Several buyers suggested trade 
relations directors as an answer 
to the problems of reciprocity 
and sudden gluts of raw mate- 
rials. But one of those who were 
not so sure said: “Passing the 
buck is certainly not the whole 
answer.” 


Suggested Solution 


Quentin F. Ebert, chairman of 
the buyers group and Pittsburgh 
Plate Glass chemical division 
purchasing director, suggested a 
solution requiring calculation of 
total raw material requirements 
and comparison with supplier 
service records. 

“Here we evaluate everything 
relevant to performance from 
price and quality up through de- 
liveries,” he said. “From the 


New Hike Seen Possible 
On Corrugated Box Tags 
As Demand Remains High 


(Continued from page 1) 
price squeeze faced by the in- 
dustry. 


@An excellent 1962 outlook. 

Industry executives were vague 
about when new increases might 
be posted, but the general feeling 
was that the crucial time would 
be the start of 1962. 


Lloyd Merwin, vice president 
of Crown Zellerbach, summed up 
the producer position that box 
tags are still too low. He noted 
that even with the recent increase, 
prices of corrugated boxes are 
still about the same level of 10 


years ago. At the same time, Mer- | 
costs | 


win said, manufacturers’ 
have gone up about 30%. 

One big factor behind current 
industry optimism is the fact that 
orders are coming in at a close to 
record clip. Most industry ex- 
ecutives queried believe the pat- 
tern will continue with 1962 cor- 
rugated demand up an estimated 
8%. 

Deliveries are also lengthening, 
according to some paper people 
who now say they are operating 
on a six-day schedule to meet the 
incoming rush of orders. Par- 


ticularly brisk demand is reported 
from buyers in the appliance, fur- 
niture, and food industries. 
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comparison we attempt to arrive 
at the fairest and most advanta- 
geous distribution of orders.” 
Dewey Marks, sales manager 
| Tenneco Co., Houston, told the 
| chemical buyers that West Euro- 
| pean and Japanese chemical pro- 
‘duction of petrochemicals is a 
'“supply source that must be 
reckoned with.” But he warned 
buyers that before buying for- 
'eign they must learn techniques 
of dealing with overseas sup- 
| pliers and arranging for ship- 
| ments. 
The buyers showed strong in- 


| 
| 


terest in an information retrieval 
system to be offered chemical 
and petroleum industries early in 
1962 by a Denver firm, Informa- 


|tion Handling Services (IHS). | 


|R. H. O’Brien, president of the 
‘company, explained that the sys- 
tem, utilizing a microfilm file, 
has been used by more than 90 


firms in the aerospace industry | 


for vendor specification services. 
The system stores vendor cata- 
logue data on microfilm cart- 
ridges. O’Brien said any item or 


series can be retrieved in 30 sec- | 


onds or less. 


| American Standards Assn. Sees 
Value Analysis as Industry Must 


(Continued from page 1) 
rect ratio to the support it re- 
| ceives from management.” 

| Outlining the key trends in 
standardization for PURCHASING 
WEEK were: Roy Stockton, ma- 
terials manager for Reed Roller 
Bit Co., C. W. Doyle, Jr., value 
‘control coordinator for Fort 
Worth Division of General Dy- 
namics Corp.; Boyd C. Jackson, 
president of the Purchasing 
Agents Assn. of San Antonio; 
and R. C. Fast, Pan American 
Petroleum Corp. Divisional Pur- 
chasing Agent. 


Technical Sessions 


Technical sessions at the ASA 
Convention highlighted work in 
progress in the following areas of 
interest: 


Material Handling — Having 
set up van container standards, 
ASA committees now are turning 
to pallet containers designed to 
be used and loaded inside the 
vans. Under consideration are 
five recommendations calling for 
maximum outside dimensions 
ranging from a master pallet con- 
tainer” 108 in. long to a 36-in. 
version. 


Safety—New processes, equip- 
ment, and products are being 
evaluated to determine what new 
standards are needed. Action is 
being taken on specifications for 
design, use, and inspection of 
slender steel tubular frames. 


Plastics—Over 40 ASA stand- 
ards were approved by mid-1961 
and the American Society for 
Testing Materials, which sub- 
mitted 35 of those, is expected to 
submit more shortly. Need for 


design criteria standards was 
cited at the ASA session. 
Data processing—An ASA 


|committee is developing a stand- 
|ard code to replace company sys- 
|tems now in wide use to allow 
interchanging routines between 
| different make data processing 
j installations. A list of 19 design 
|criteria for a standard code has 
| been developed. A single seven- 
bit dense binary code for data 
interchange is recommended, and 
according to the committee, a 
subset and superset of the seven- 
bit code will meet the varied de- 
mands of data processing. 


Human Relations 


According to the purchasing- 
standards experts at least 90% of 
the difficulty in putting across a 
standardization program is one of 
“human relations — overcoming 
the tendency to keep things the 
way they’ve always done it.” 

The four-man panel noted that 
a “revolution” is in the making 
on value analysis with emphasis 
on evaluating a material or item 


from its functional as well as cost 
angle. 

The four pointed out that the 
military services recently have 
laid down a policy that its con- 
tractor companies consider a 
“strong vigorous program of 


value analysis” from a cost reduc- 
tion standpoint because the mili- 
tary is initiating its own VA pro- 
gram. 

A VA Boom 

They cited figures indicating 
that more than 1,000 major com- 
panies have value analysis cost 
programs in effect now, com- 
pared to only a fraction of that 
number having them three years 
ago. 

Another example of the new 
emphasis on value analysis, they 
said, is the fact that several uni- 
versities are preparing to add VA 
courses to their business adminis- 
tration curricula. 


Buyer's Market No Eden, Chemical P.A.'s Say Late News in Brief 


Jessop Ends Stainless Discounting 


Chicago—Jessop Steel’s Warehousing division announced to- 
day it was eliminating prevailing 742% discounts on stainless 
steel sheets, restoring prices to levels in effect earlier this year. 
Jessop said its Chicago and Los Angeles service centers also 
will adhere to published mill quantity extras for stainless sheets. 
Jessop said its action was an attempt to restore stability to the 


stainless market. 


Tin Price Ceiling Holds 
London—The International Tin Council last week rejected 
producer country proposals to set higher floor and ceiling prices 
for tin and put off further action on the question until next Feb- 
ruary. The decision meant that tin prices probably will continue 
their current erratic course until next year. It had been proposed 
to set a $2,240 floor and a $2,800/ton ceiling on the international 


market. 


Chrysler Sets Depreciation Subsidy 

Chicago—Chrysler Corp., seeking increased use of its cars in 
the leasing field, has set up a depreciation-subsidy program de- 
signed to maintain depreciation value of Chrysler, Dodge, and 
Plymouth cars. Any model sold after six months’ service in leas- 
ing will be eligible for subsidy if its depreciation is greater than a 
comparable car as determined by published auction prices. Chrys- 
ler believes its program will enable lessors to offer clients a choice 
of vehicles (trucks excluded) without concern for resale value. 


Harvey Buys Surplus Plant 
Washington—A government surplus aluminum extrusion plant 
at Adrian, Mich., has been sold to Harvey Aluminum Co. of 


Torrance, Calif. 


The $3.6-million sale climaxed a year-long 


battle by residents of the high unemployment area to find a 


user-buyer for the plant. 


The final negotiated price was $100,- 


000 more than previous high bids. 


Delivery Times Lengthening 
Chicago—A growing trend toward lengthened deliveries was 
revealed in the September business surveys of two purchasing 


agents associations. 


slower deliveries, the Pittsburgh association 7%. 


The Chicago association reported 5% 


One in seven 


Chicago respondents reported paying higher prices, one in eight 


in Pittsburgh. 


Only 2% of the Chicago purchasing executives 


reported paying lower prices, 7% in Pittsburgh. 


ASM Show in Detroit to Feature 
Comparison of Different Materials 


Detroit—The 20,000-plus pur- 
chasing men and engineers ex- 
pected here next week for the 
American Society for Metals an- 
nual show will get a first-hand 
chance to compare different ma- 
terials in action at the ASM 
“Materials Application Center.” 

The center will cover 12,000 
sq. ft. and present seven groups 
of engineering materials. The 
exhibit will be set up so each 
of the materials can be com- 
pared for six or more specific 
properties. Scores of sample 
parts, components, and test spec- 
imens will be brought together 
under the 30-ft. arches of the 
“Quadrillon.” 

Visitors will be able to com- 
pare wrought ferrous, wrought 


Price Changes for Purchasing Agents 


Item & Company 


INCREASES 


Associated Equipment 


REDUCTIONS 


Bore bearings. |” 


Green fir 2x4’s, random length, 1] 
Cellophane, bread wrapping film 


Alloy steel forging billet. A-286 


Low voltage switchgear, drawout & stationary, 


No. 2 fuel oil, mid-cont, refiners. 


-1!4”, Torrington, Nov. 1 
Vinyl wax additive (Elvax), DuPont, trkld., lb 


» tb 
Hexamethylene diamine anhydrous, Int] Chem, |b.... 
L-Lysine monohydrochloride, Merck. 


DO: TR 05s seceteoeuese kanes 


Amount 


of 
Change 


6% 
6% -15% 
0025 


gal 


000 bd. ft 


& AL-901, Alleg. Lud- 


32 & 50 $1.28 & 2.10 


New 
Price Reason 
improved demand 
nie competition 
A5 prod. expansion 
$57.00 overproduction 
14 competition 
$1.50 
$4.50 broaden mkts 
competition 
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nonferrous, cast ferrous, cast 
nonferrous, special purpose, non- 
metallic, and composite, for 
strength, high temperature, cor- 
rosion resistance (atmospheric 
and processing), fatigue, and low 
temperature properties. 

Nearly 300 companies are ex- 
pected to show their wares at 
the exhibit which runs from Oct. 
23 to 27 at the new Cobo Hall. 
Under a policy adopted by the 
Society last year, all companies 
will be restricted to one or more 
of 11 metalworking categories 
ranging from “steel” to “inspec- 
tion.” According to ASM, this 
policy assures that every booth 
will have something specific to 
offer the metalworking visitor. 

A record number of 10 tech- 
nical societies and trade associa- 
tions will participate in the 
technical program accompanying 
the exhibits. Sixty-two half day 
sessions containing more than 
200 technical papers are sched- 
uled. most of which will take 
place in meeting rooms adjacent 
to the exhibits. 

Engineering sessions spon- 
sored by the ASM will range 
over such diverse topics as 
methods of cold forming metals 
and new techniques in machin- 
ing; while a set of more technical 
papers will deal with physical 
and metallurgical properties of 
metals. 

Gen. Gernard A. Schriever, 
American’s missile chief, will ad- 
dress the ASM’s annual banquet 
on Thursday evening. 
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Controlled density is the reason why Gar- 
lock Guardian* Gaskets offer you unusual 
sealing ability. A series of V-shaped 
metal plies alternated with layers of 
filler form the “body” of GUARDIAN 
spiral-wound gaskets. The proper se- 
lected thickness of filler material and 


ENGINEERED preformed metal, the number of lami- 
GASKETS nations of filler and metal and the cor- 


rect tension of filler and metal while 
for Plant being formed into a gasket are factors 
Maintenance engineered to achieve the proper gas- 
ket density. 

This controlled density —combined 
with the special V-shaped metal plies— 
allows the gasket to “breathe.” Thus, a 
tight seal is effected at all times despite 
equipment or line expansion and con- 
traction. In no other type of gasket is 
it possible to vary the compressibility 
to meet different pressure and bolt load 
requirements. 


Complete range of sizes, shapes and wide 
temperature range are more reasons 
for specifying Garlock GUARDIAN Gas- 
kets... %e6" thickness up to 6”, 4” up 
to 30”, .175” up to 60” and 44” thick up 
to 60” depending on flange width. For 
temperatures up to +1900°F. with 
ceramic filler material. 

Type CR GUARDIAN Gaskets are fur- 
nished with a cadmium plated center- 
ing ring for corrosion resistance and 
prolonged shelf life. Centering ring 
also is marked with the pressure series 
—assuring application of correct gas- 
ket density for specific pressure. 


Exacting control of gasket density is obtained by varying the num- 
ber of metal plies and filler material to seal a specific pressure. 


Convenient local stocks of most standard 
sizes are maintained at Camden, New 
Jersey, Cleveland, Ohio, Houston, Tex- 
as and San Francisco, California, for 
quick delivery. 


GAR LO 


Find out more from your Garlock rep- 
resentative at the nearest of the 26 
Garlock sales offices throughout the 
U. 8S. and Canada, or write for catalog 
AD-176, Garlock Inc., Palmyra, N. Y. 

Canadian Div.: Garlock of Canada Ltd. 
Plastics Div.: United States Gasket Co. 


Order from the Garlock 2,000...two thou- 
sand different styles of Packings, Gas- 
kets, Seals, Molded and Extruded Rub- 
ber, Plastic Products. 


KK 


*Registered Trademark 
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General Electric Makes 
Eddy-current-coupling Drives 


And they’re dependable drives. The complete line includes 
water-cooled and air-cooled eddy-current couplings. We 
call them A’WAJRor drives. Ratings are from 1 to 

150 horsepower, operating from standard a-c power. 


A General Electric KIWAJRor drive is not just another 
eddy-current coupling. For instance, in the water-cooled 
coupling, water control is packaged. You’ll see much less 
external piping. Furthermore, the coupling is protected from 
flooding—and the air gaps are dry, preventing corrosion. 


KINAJROL Couplings are compact, field proven and 
dependable. General Electric has had a good deal of 
experience in the engineering, manufacturing, and 
application of packaged adjustable-speed drives. And we 
know how important service is to a customer. 


KINAJRBOL —a good product, with the kind of service 
you can depend on. Please call your nearest General 
Electric Sales Office for further details. 


*Trademark of General Electric Company 821-07 


AIR COOLED, 7-1/2 to 100 HP WATER COOLED, 25 to 150 HP AIR COOLED, 1 to 5 HP 


DIRECT CURRENT MOTOR AND GENERATOR DEPARTMENT 


GENERAL @@ ELECTRIC 


ERIE, PENNSYLVANIA 


